


Anmertoan 
Sumbermars 


: - 


WATION’S AUTHORITY ON LUMBER AND BUILDING MATERIALS 


March 16, 


















“WANT TO THANK YOU FOR THAT | SS 
GOOD CLEAN LUMBER. WE'LL SN = 


‘ 4 REMEMBER YOU FOR IT. HOW S 
DO YOU DO IT IN TIMES LIKE THESE?” ~~ 


‘ 


TTER LAVING 


or BE 
naa THINGS F mist RY 


_THROUGH CHE 


GAT LNWHER 


\ 
yen TODAY BRIGHT LUMBERMEN SELL BR 
E AI 













a] 
















= “WHY, THANKS! WE KNOW YOU HAVE | 
~—_ CUSTOMERS, TOO. WE ALWAYS USE 
ae _-— ‘LIGNASAN‘ TO STOP SAP STAIN 
| Fue BEFORE IT STARTS.” 








“ft 





i ~— Lip 


7S = aa 


E. |. du Pont de Nemours & Co. (Inc.), Grasselli Chemicals Department, Wilmington, 98, Delaware ~ 





AMERICAN LUMEEBMAK. Published every other week by The American Lumberman—Established 1873—Office of Publication, 139 North Clark 
Street, Chicago 2, Ill. Entered as second-class matter March 28, 1932 at the Post Office at Chicago, Illinois. under the Act of March 3, 1879. 

















HERBERT A. VANCE 
Editor and Publisher 


WILLIAM E. VANCE 
General Manager 


WILLIAM S. MILBURN 
Managing Editor 


B. H. WAMBOLT 
Field Editor 


F. P. BASSETT, JR. 
Associate Editor 


BARBARA FERRY 
Associate Editor 


R. Y. KERR 
Washington Editor 


L. MoRGAN Yost, AIA 
Associate Editor 


RICHARD W. DOUGLASS 
Associate Editor 


J. R. HANNON 
Circulation Manager 


W. G. SIMPSON 
Advertising Manager 


J. P. AUSTIN 
Western Manager 


E. W. CHAPMAN 
Eastern Representative 


G. BERT FOSTER 
Southern Manager 


L. J. POHLMANN 
Mid-West Representative 


J. G. PRAED 
Director of Field Service 


Member 
Audit Bureau 
of Circulations 


PUBLISHED EVERY OTHER WEEK at 
138 North Clark St., Chicago 2, Il. 
Telephone Central 1281 @ OFFICES 
IN OTHER CITIES: 175 Fifth Ave., 
New York 10, N. Y., Telephone 
Algonquin 4-1145 @ 3901 Cathedral 
Ave., Washington 16, D. C. @ 4463 
Stuart Bldg., Seattle, Wash. @ 822 
Perdido St., New Orleans 12, La., Tele- 
phone Canal 2604 @ Terms of annual 
subscription, postage paid: United 
States, Canada, and Mexico, $3. 
All other countries in the Universal 
Postal Union, $6. Single copies, 25 
cents, except Reference and Directory 
Number which is $1. Copies of issues 
prior to the current year, if available, 
$1 each. In changing address, give 
old as well as new address. 


Copyright 1946 by American Lumberman 


\MERICAN LUMBERMAN, March 16, 1946 


American 
umber 


Contents for MARCH 16, 1946 





News and Trends..................... 7 
Letters to the Editors........ dee aan aa 
one Soe on vino Pee a aa Re eee oe eo 
Ret ee ey Creare | 
Wisconsin Dealers Warned Against New Competition............ 39 
Western Retail Lumbermen Meet in Spokane.............. . . 42 
Freedom to Produce Housing........................0 0000s i] 
Sawing Out Extra Dollars in the Shop.......................... 44 
Successful Farmers Want Home Improvements.................. 48 
Home of Tomorrow? .................- alot it Mita he 49 
Counter-Propaganda Combats False Ideas About Housing Shortage 50 
Emergency Building Program Debated Before NAHB............ 52 
Radiant Heating Under Hardwood Flooring.................... 53 
New House Plan...... EP TT ee 
Ruins Reveal 5000- — Old Clay Pipe... James ae 
Appalachian Manufacturers Endorse Appeals to OPA............ 56 
io 8 sk ote able eu nines mttbkge eee ease yaaa 60 
What's New?—Products, Literature, Sales Aids................. 63 
5s kk Rh Eee A BORNE EE Ke OS 69 
ere. ee 75 
MN oy 5 sa 9.8 3a eck 2 PR ee 80 
i) ss is sds ss Ope oe F ae ae 90 


Arightlights oF THE ISSUE 


Various types of insulation board and the recommended methods 
for application and storage are discussed in detail on page 35. This 
is the fifth article in the “Know the Products You Sell” series and 
the illustrations show application procedures, the various uses for 
insulation board, and storage techniques ...Two more dealer con- 
ventions are covered in this issue. The Wisconsin retailers on page 
39 and the Western Retail Lumbermen on page 42 .. . Everything 
from display tables to completely prefabricated hog houses and 
other farm units can be produced in dealer woodworking shops, 
one of the best ways to bring in extra profit. A discussion of the 
various items that can be produced is given in the article on page 
44... Be sure to read Letters to the Editors. Included is a forceful 
letter on the timely question of OPA’s continued existence. Because 
of its controversial nature, the editors have provided a ballot to 
mark and return ... The article on page 48 tells how one dealer 
has helped the farmers in his area prosper and in turn they have 
come to him for material for new homes and, remodeling jobs .. . 
If veterans and the general public are too willing to condemn lum- 
ber dealers for lack of building materials, it may be because they 
don’t know the truth. Spearheading the attack toward better public 
relations, groups have designed ads to tell the public the truth. 
Some of these are shown in the article on page 50... How radiant 
heating has been installed under hardwood flooring is told on page 
53, and a new house plan will be found on page 54. 

























QUALITY FIRST! 


Over the years, the Ralph L. Smith Lumber Company 


has made it their policy to put quality first! 


It is a policy that has resulted in products to meet 0 
the most exacting standards—lumber products that are 
the result of careful selection and new improved meth- i a 


ods. Manufacturing facilities have been enlarged so 


t 
b. that now—with reconversion gaining momentum— 9 
bo quantity is also on the way. v 
f 
i . . 0 
ES You'll find our soft-textured Ponderosa Pine and the ‘“ 
: many manufactured products in which we specialize 
4 . . . . 
ae maintain this “quality first” standard. 
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Lo I 
} 


WE SPECIALIZE IN 
Cut Stock - Glued-Up Stock 
Shook - Mouldings 
Ladder Stock 


rough and run to pattern 


IN FACT, ANYTHING MADE 
FROM WESTERN LUMBER 





REMEMBER, TOO, WE WHOLESALE 


DOUGLAS FIR, SITKA SPRUCE AND 
PONDEROSA PINE 


Pine Saw Mills © Dry Kilns ® Planing Mill—Canby, Calif. 
Box Shook Factory—Alturas, Calif. 
Moulding Factory © Glue-Up Department—Klamath Falls, Ore. 
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Manvfacturers and Wholesalers 1635 Dierks Bldg., Kansas City 6, Mo., Victor 4143 When making inquiry, please address all 


Member of Western Pine Ass‘n., National Wooden Box Ass‘n., Ponderosa Pine Woodwork, correspondence to our Kansas City offices. 
National-American Wholesale Lumber Ass‘n. 


WEST COAST BUYING OFFICE: 910 PORTER BUILDING ad PORTLAND 4, OREGON 
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LEGISLATION 


House Kills Subsidies 
Requested by Administration 


The Administration lost the first 
round in the congressional fight 
over the housing bill when the 
House killed the hotly debated sub- 
sidy issue, sending the measure 
along to the Senate. 

President Truman declared that 
the decision of the House (161 to 
92) to abolish the subsidy clause, 
whereby building materials manu- 
facturers would receive $600,000,- 
000 to spur production, killed the 
“heart” of his housing program. 

Without the subsidy payment, 
Wilson W. Wyatt, housing expe- 
diter, asserted that his two-year 
housing goal of 2,700,000 new 
homes cannot be reached. 

Although a fight is expected in 
the Senate to revive the subsidy 
clause, the consensus of the House 
is so overwhelmingly against it, 
that the issue appears doomed. 

Wyatt achieved a partial victory, 
however, when the House author- 
ized him final approval on decisions 
to increase building material prices. 
Under the original bill this author- 
ity was left in the hands of the 
OPA. 

The House also knocked out a 
provision for a proposed ceiling on 
existing homes. Opposition votes on 
the measure came from 19 Repub- 
licans and five Democrats. 

Provisions of the bill before the 
Senate stipulate: 


|. An increase of $1,000,000 in 
the government’s authority to in- 
sure home mortgage loans, making 
it possible to buy a home on a small 
down payment with the govern- 
ment protecting the mortgage for 
the remainder. 


2. Continuation under June 30, 
1947, of priorities and allocation 
authority for channeling scarce 
building materials into homes. 


4. Veterans’ preference in rental 
and purchase of new houses. 


4. Broad authority to Wyatt to 
issue directives to other govern- 
hient agencies. 


5. Authority to Wyatt to curb or 
Stop the export of lumber as long 
as scarcities exist in this country. 
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HOUSING BILL PROPOSED by the Administration suffered a set- 


back in the House. 


Subsidies, which President Truman declared 


the “heart” of his housing program, and which housing epediter 
Wyatt declared were essential to reach his building goal, were 
knocked out. Administration leaders were hopeful that the Senate 
would revive the subsidy issue, but they were not too optimistic. 
Although the Administration's main guns were still trained on new 
building, more attention was being focussed on remodeling by the 
FHA and the OPA. Meanwhile, the black market in lumber and 


building continued rampant from coast-to-coast. 


The demand for 


more and still more building materials was unabated. A few man- 
ufacturers of building materials replied with announcements of 


plant expansions. 


Charges that the army was hoarding building 


supplies were denied by the War Department, which announced 
that 23 shiploads of critical building materials were en route home 


from Pacific outposts. 


Governments, state and federal, planned to 


revise obsolete building codes to meet heavy housing demands. 





BUILDING MATERIALS 


Manufacturers Plan 

New Plants 

Relief in the critical housing 
shortage will be seriously delayed 
unless immediate action is taken to 
boost the output of building ma- 
terials, a survey made by the New 
York Journal of Commerce reveals. 

While the general emphasis to- 
ward increased production is most 
often associated with price adjust- 
ments, new construction is receiv- 
ing increased attention. 

Johns-Manville Corp. has an- 
nounced plans for a large insulating 
board plant near Natchez, Miss. 
The new plant will be modeled after 
a similar one built by Johns-Man- 
ville in Jarratt, Va., in 1938. Raw 
material will consist largely of 
pulpwood processed on the spot 
from short leaf pine and hard- 
woods. The plant will employ from 
400 to 600 persons and will provide 
an annual payroll of more than 
$700,000 annually. 

Plans for the construction of a 





Flintkete Company‘s expansion plans include 
a million-dollar research laboratory at Mor- 
ristown, N. J. 
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new asbestos-cement unit at Mo- 
bile, Ala., were announced by the 
Ruberoid Co. 

The Flintkote Co. announced 
plans for a million-dollar research 
laboratory at Morristown, N. J., as — 
part of its program of plant ex- 
pansion and modernization repre- 
senting an estimated outlay of ten 
million dollars. 

The Pittsburgh Corning Corp. 
said it would expand existing facil- 
ities for the manufacture of Foam- 
glas, a glass insulation material, at 
its Port Allegany, Pa., plant. Build- 
ings including a new plant to house 
a melting furnace will represent an 
expenditure of $300,000. 


EMERGENCY CODES 


Expected to Spur 

New Building 

Federal, state and city govern- 
ment officials are giving increased 
attention to the revision of building 
codes as one means of spurring ad- 
ditional units. 

Chicago has adopted an emer- 
gency housing code designed to help 
relieve the present shortage of 
homes. The emergency code, which 
would be in effect for two years, is 
intended to put Chicago’s building 
laws in line with Wyatt’s housing 
program. 

The emergency code permits the 
building of various types of homes 
now barred within the “fire limits.” 
Previously only brick and mortar 
could be used. It opens the way for 
factory-built homes, providing de- 
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signs for them are approved by the 
city, and fixes new standards for 
the finish on interior walls which 
were limited to conventional plas- 
ter by the old code. 

With the relaxation of restric- 
tions in Chicago and elsewhere on 
an emergency basis raises the ques- 
tion of the possibility of an exten- 
sion at the end of the emergency 
period. 

Rhode Island’s legislature passed 
a resolution urging municipal gov- 
ernments to examine building and 
zoning codes so that restrictions 
and cumbersome procedures may be 
eliminated to expedite construction 
of new dwellings. In New Jersey, 
building contractors urged the le- 
gislature to draft a modern, uni- 
form code which could be used by 
the municipalities. Bills were intro- 
duced in the New York legislature 
to empower the state housing com- 
missioner to establish residential 
construction standards which 
cities, towns and villages could 
adopt as their own building codes. 

In Washington, the Producers’ 
Council, Inc. offered its support to 
Undersecretary of Commerce 
Schindler’s plan for a national con- 
vention for the purpose of writing 
building codes readily adaptable 
throughout the country. 


FOR VETERANS 


Priorities and Credit 
Aimed to Help 

Housing needs of veterans con- 
tinue to attract the attention of 
government and the industry. 
Housing expediter Wyatt an- 
nounced the appointment of seven 
regional housing expediters to co- 
operate with communities in secur- 
ing maximum production of homes 
for veterans. These new expediters 
are currently regional representa- 
tives of the NHA. The new expe- 
diters and their headquarters are: 
John M. Dobbs, Boston; Charles S. 
Ascher, New York; Charles Horan, 
Chicago; Clarence Walker, At- 
lanta; Joseph P. Tufts, Dallas; 
Preston L. Wright, San Francisco; 
George W. Coplen, Seattle. 

Wyatt announced that priorities 
for scarce building materials is- 
sued under the new Veterans Pref- 
erence Rating System will remain 
valid and will not be affected by any 
change in regulations under the 
Veterans Emergency Housing Pro- 
gram. 

PR-33 authorizes the extension 
of HH ratings to individual veter- 


8 


ans or builders who agree to give 
veterans preference in the sale or 
rental of new housing costing not 
more than $10,000, including land 
improvements, or rent for more 
than $80 a month. 

Employers are advised to have 
organized programs for hiring vet- 
erans in an employers’ guide being 
distributed by the United States 
Employment Service. The guide 
outlines the kind of program that 
will be of greatest value to the 
veteran and the employer. 

Following a plea from a Texas 
community of 6,000 that its vet- 
erans had no place to get home 
loans under the GI Bill of Rights, 
fifteen full-time executives of the 
largest state organizations of sav- 
ings and loan associations meeting 
in Chicago pledged that all veter- 
ans will get attention from the 
savings and loan associations or 
co-operative banks either from 
those within the community or 
from those outside but within the 
lending radius. 

The complaint, which came from 
Kilgore, Tex., later brought a reply 
that action by the Chicago group 
had opened the way for loans from 
institutions in an adjoining county. 


WD AND LUMBER 
Investigate Charges of 
Army Hoarding 
An investigation of charges of 
the War Department’s hoarding 
of building materials is underway. 
These charges, laid before the 
Mead Committee, said that the 
laid-away supplies included all of 


the short items. The War Depart- 
ment replied that the materials are 
not needed for military purposes 
but are being held until declared 
surplus. 

Twenty-three shiploads of build- 
ing materials and other critical ci- 
vilian items have been ordered ye- 
turned from the Pacific and made 
available for sale to the public by 
the War Department. 

Two of the ships are loaded ex- 
clusively with lumber. They carry 
7.4 million board feet. Eleven ships 
will bring cargoes of construction 
materials such as rollers, graders, 
compressors and paint sprayers. 


WESTERN PINE MEETS 
Adopt Ambitious Program, 
Dues Increase 

Mapping out an ambitious pro- 
gram for the year ahead, the West- 
ern Pine Association meeting at 
the Portland Hotel, Portland, Ore., 
voted to increase the dues rate. 

Plans and discussions during the 
session ranged from tree growing 
and efficient forest management to 
sustained yield, research and mar- 
ket extension. 

President August J. Stange, who 
was re-elected, reviewed the activ- 
ities of the year. He reported on 
the lumber strike, the 10 annual 
district meetings, lumber controls, 
the U. S. Forest Service “Propa- 
ganda Campaign for Federal Regu- 
lation,” industrial relations, re- 
search, etc. 

The association went on record 
supporting two legislative measures 
before Congress: the Bullwinkle 





At dinner honoring George Gerlinger, past president NLMA, at Portland, Ore. Left to right. 
starting at rear: J. M. Brown, Spokane, Orville Miller, Portland; C. L. Billings, Lewistown, Idaho; 
George T. Gerlinger, Portland; August J. Stange, president, Western Pine Association, La Grande, 
Ore.; Dean Johnson, Portland; A. J. Voye, Klamath Falls, Ore.; Percy Burke, Sacramento, Cal. 
Hugo Schmidt, Klickitat, Wash.; C. O. Grave, Cover d’Alene, Idaho; Kenneth Walker, Susanville, 
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in floors, too... 


ITS THE 


| Smooth Sanding — Each strip 

sanded to perfect smoothness 
on multiple drum, precision 
sanders. No sander marks. 
Prime Condition — Finishing 
starts immediately after sand- 
ing, so no “raised grain.’’ 
Moisture content of flooring 
is right. 

a Perfect Fillng— Highest qual- 
ity silex filler is rubbed into 
wood as flooring moves down 
the finishing line. 

4 Thorough Sealing — Bruce Fin- 
ish penetrates into wood pores 
... Seals them against dirt and 
wear. Beautifies wood grain. 






WAYS BETTER THAN 
ON-THE-JOB FINISHES 


lutshd TART COUNTS Y 


That’s W 


5 Infra-red Drying applies heat 


uniformly . . . welds finish in- 
to a tough, even seal. No “‘un- 
favorable drying weather.” 
Extra Buffing with high-speed 
brushes burnishes finish into 
wood . . . provides a harder, 
smoother surface for waxing. 

7 Superior Waxing—Special 
wear-resistant wax is applied 
evenly, then polished over and 
over with brushes and buffers. 

8 Ready-to-use— No waiting on 
the job for finishes to dry... 
no hazard of finish being 
walked on too soon. Ready- 
to-use immediately. 












hy Bruce Finished Flooring 
Will Be a Winner! 





New Bruce Factory-Finished Floor- 
ing will be available as soon as manu- 
facturing conditions permit. It’ll be 
the finest flooring we’ve ever made— 
more beautiful, longer wearing and 
easier to clean than ever before— 
made possible by using the latest pro- 
duction techniques. Truly, Bruce Fin- 
ished Floors will be America’s flooring 
sensation—worth waiting for. 

E. L. BRUCE CO. 


MEMPHIS, TENN. 
World’s Largest Maker of Hardwood Floors 


BRUCE FINISHED FLOORS 
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This is an unusual opportunity for a 
comparatively young man to become 
connected with the Export Department of 
one of the most aggressive and leading 
lumber concerns. The reason for this 
opportunity—Expanding World Trade. 


The position requires a man to conduct 
the purchase of Southern lumber for ex- 
port and the export allotment of the 
production of mills whose entire output 
we handle. Future advancement unlim- 
ited to the man who successfully fills this 
position. He must have the following 
qualifications: Executive ability; thorough 
knowledge of Pine and Hardwoods, pref- 
erably with a knowledge of the entire 


J. C. Wickliffe, Vice President & Export Manager 
GEORGIA HARDWOOD LUMBER CO 
Augusta, Ga. 


a Real opportunity... 


FOR A LUMBER EXECUTIVE 


Southern producing area; freedom to 
travel whenever necessary, doing consid- 
erable personal contact work among the 
mills. While export experience is desir- 
able, it is not compulsory as this can be 
acquired in this position. 


This position is an important one and 
calls for an aggressive man possessing 
character, ability, energy, and ambition. 
It offers excellent compensation plus a 
brilliant future for the man who can 
qualify. 


Please reply by letter only, giving us 
complete information as to your back- 
ground and other pertinent data. 











Ranch Type Houses 
Prefabricated 5 Rooms and Bath 


IMMEDIATE 


DELIVERY 


Ship Anywhere in Quantities 2 to 200 
Price $2,950 FOB Your City 
10% Down With Order 


House 24 ft. x 30 ft. Porch 10 x 16. Roof extends out 2 ft. on 
sides and front. All seasoned materials are used. All walls, ceil- 


ings, floors triple insulated. Finished hardwood floors. 


French 


windows throughout. Doors and sash prefitted and hung. All hard- 
ware, nails, bolts and screws included. Kitchen and bathroom 
cabinets furnished. Inlaid linoleum in utility room. Closets com- 
plete with shelves and poles. Air conditioned heat grilles and 
registers in. Chimney prefabricated metal, underwriters approved. 
Eighty man hours needed for erection. All material constructed 
under closed union shop affiliated with A.F.L. Plans and specifica- 


tions to erect house, construct 
foundation or basement fur- 


nished. 


Phone—Write—Wire 


Martin, McCoy and McDonald 
~ 800 W. North Ave., Chicago 22, Ill. 





Full Size Model on Display 
In Furniture Store, 
800 W. North Ave., 
Chicago 22, Ill. 
Telephone: MIChigan 4887 
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House Bill designed to prevent 
further restrictions on rail car- 
riers; the second, aimed toward the 
repeal of the 3 percent excise tax 
on freight transportation. 

Representatives from 12 western 
states were present. A. L. Glassow, 
Bend, Ore., and Homer Jamison, 
Fresno, Cal., were elected vice pres- 
idents and A. C. Lighthall, Baker, 
Ore., treasurer. S. V. Fullaway, Jr., 
was re-elected secretary-manager 
and W. E. Giffee, assistant secre- 
tary-manager. 

Mr. Fullaway pointed out that 
industrial research is “more and 
more becoming a part of our busi- 
ness.” He added that research is 
bringing about a better product 
and methods of fabrication which 
will mean wider consumer accept- 
ance. 

He predicted a lower level of 
lumber production in the post-war 
era based on the elimination of 
overtime hours and tax considera- 
tions. 

“It is my prediction,” Fullaway 
said, “that the Western Pine in- 
dustry is geared to produce at ap- 
proximately the 5-billion foot level 
over the next five years.” W. EK. 
Griffee, assistant manager, said 
that production, held down by 
strikes, OPA price controls and bad 
weather, is now running about 30 
percent below last year. 

Other speakers on the program 
included J. F. Daggett, Pineville, 
Ore., who spoke hopefully of the 
forest management program in the 
Western Pine area; Hal R. Dixon, 
chairman of the research commit- 
tee; H. F. Root, Bonner, Mont., 
statistics; R. R. Veldman, Libby, 
Mont., traffic; W. G. Kahman, San 
Francisco, grading; W. S. Kennon, 
Standard, Cal., trade promotion; ©. 
L. Billings, Lewiston, Idaho, reor- 
ganized program and objectives; J. 
M. Brown, Spokane, public rela 
tions. 


REMODELING 


Encouraged by 
FHA, OPA 
Attention is turned from nev 
building to remodeling by the 
FHA, which is attempting to stim- 
ulate home remodeling as a mean- 
of securing housing for veterans. 
FHA has started an intensive 
drive, concentrating its efforts in 
the most critical areas. Commis- 
sioner Raymond Foley believes 
there are many structurally sound 
dwellings whose owners can be in- 
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A NEW DEVOE PRODUCT 
A NATURAL “BEST SELLER”... 






A super-quality varnish that dries quicker, 
wears better, is impervious to hot water. 


ACCLAIM FROM THE EXPERTS! Good “‘reviews’’ are important to any “best 
seller."” The “‘critics’” who ‘‘reviewed’””» DEVOE MARBLE FLOOR VARNISH 
—engineers of product quality who subjected this amazing new varnish to the 
most grueling tests—wrote this “rave’’ notice: “‘acceptable in all dominant 
characteristics as meeting requirements of a super-quality floor varnish possessing 
a definitely new order of drying speed, ultimate toughness and alkali resistance.” 
But “‘best sellers’’ do not just happen. DEVOE MARBLE FLOOR VARNISH is the 
result of patient, far-reaching exploration and research for a number of years in 
DRIES IN 4 quest of the finest floor varnish man can make. New, thoroughly tested raw 

HOURS materials have been added to old-time favorites by specialized manufacturing 
techniques exclusive with DEVOE to produce MARBLE FLOOR VARNISH. 


READ THESE “BEST SELLER” ADVANTAGES! 


@ Dries fast! Dust free in 1 hour—dry in 4 hours! @ Resists alkali (5% caustic tested). Scrubable! A practical 
@ Withstands severe wear. Traffic tested! varnish for active homes! 
@ ls impervious to hot water. @ Wears inside or out! 
@ Achieves jewel-like lustre! @ Clear—accentuates beauty of grain of wood. 
® Cannot be injured by fruit acids such as lemon juice. @ Extremely practical—brushes easily—has no objec- 
© Completely “ring proof.” Condensation from chilled tionable odor. 

glasses or spilled beverages is merely wiped away. @ New DEVOE label, adopted 1946—eye-catching, sales- 
® Resists shaving lotion, toilet water or perfume. building! 


Your DEVOE representative will be glad to give you full information about profit margins, shipping schedules, 
sales helps and other details concerning this new, amazingly different DEVOE MARBLE FLOOR VARNISH. 


!914 787 FIRST AVENUE . NEW YORK 17, N. Y. 
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Western Lumber 
Still Difficult 
to Buy-- 


While your Western Wholesalers 
are on the alert for obtainable 
stock for their customers, offerings 
continue small — and shipments 
are light. 


Demand continues unabated. 
Your Western Wholesalers can 
offer little encouragement of in- 
creased supplies for some time to 
come. 


Depend on it, as soon as the turn 
comes, the Western Wholesalers 
below will be right on the job 
ready to perform for you. 





(Sawmill: 


CARL SODERBERG pine Products 
LUMBER COMPANY Sitic” Ore), 


Manufacturers and Wholesalers fone 


Morrill & Sturgeon 
Lumber Co. wan deny 
Yeon Bldg., Portland, Ore. 


WALES LUMBER COMPANY 


Old National Bank Building 
SPOKANE - - - WASHINGTON 














564 Market St., San Peancives 4, Cal. 
MAUK SEATTLE LUMBER COMPANY 
SEATTLE, WASH. 
HOMESTEAD BRAND 
WESTERN LUMBER MERCHANTS 
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duced to remodel to provide one 
or more income-producing apart- 
ments. He suggested warehouses, 
business and other non-residential 
structures as possibilities for this 
program. 

Foley said FHA is urging insti- 
tutions to canvass through news- 
paper advertising, radio and direct 
mail, since property owners are not 
always aware of income possibili- 
ties by conversion. Under the “Re- 
model for Veterans” program, 
property owners may secure loans 
up to $5,000 for terms up to seven 
years. 

Anticipating the considerable 
amount of remodeling work that 
home owners will start this spring, 
the OPA announced a new regional 
order placing retail millwork sales 
in the Chicago area under dollar- 
and-cents prices. 

“Home owners wishing to repair 
their homes, particularly doors, 
windows and interior trim, will 
find the pricing order a distinct 
asset in figuring their costs,” said 
Rae E. Walters, OPA regional ad- 
ministrator. 

Retail lumber yards and other 
retail distributors in Cook and Du- 
Page counties in Illinois and Lake 
County, Ind., will be required to 
make available to each customer a 
copy of the new order. 

Items covered by the order in- 
clude windows, sash, screens, doors, 
frames, western pine mouldings 
and interior trim. Provisions of the 
new price structure will be ex- 
tended throughout the seven-state 
OPA Region 6, area by area, within 
the coming months. 

Only “over the counter” sales are 
affected. The so-called “contract 
sale” prices remain unchanged. 


SUBSIDIES 


Pro and Con 

The subsidy payment question 
was hotly debated in and out of 
Congress. Wyatt argued persua- 
sively. for it before the National 
Association of Home Builders in 
Chicago. The association’s board of 
directors voted to support subsidy 
payments while opposing them in 
principle. 

Other agencies viewed subsidies 
in a different light. 

Speaking for the Producers’ 
Council, representing the manufac- 
turers of building materials and 
equipment, President L. C. Hart, 
said: 

“Subsidies will encourage ineffi- 
ciency instead of stimulating max- 





imum production .. . it will mean 
costly delay in home building.” 

While Wyatt maintained that the 
labor shortage was the real wb- 
stacle hindering building, spokes- 
men for private enterprise aid 
congressmen themselves had a dif- 
ferent idea. 

Sewell L. Avery, chairman of 
United States Gypsum Company, 
speaking at the annual meeting of 
stockholders, asserted that the ans- 
wer to the home shortage situation 
is the removal of government re- 
strictions rather than Wyatt’s ex- 
tensive program. Avery charged 
that failure of the OPA is indi- 
cated in an increase in construction 
costs of 30 to 50 percent over pre- 
war figures. 

Sen. Wherry (R., Neb.) spoke in 
a similar vein. He said that only 
two OPA controls are worth re- 
taining—sugar and rents. 

“We’ve got to get production,” 
Wherry declared. “We would be 
better off without OPA unless its 
present setup can be made more 
flexible.” 

Meanwhile, OPA spokesmen said 
that President Trueman’s new 
wage-price policy will have virtu- 
ally no effect on rents, food and 
clothing prices. 

Economic Stabilizer Bowles said 
that the new wage-price policy is 
a practical step toward “a future of 
sustained prosperity,” claiming 
that the plan can be made to work 
“to get the all-out production 
needed eventually to lick inflation.” 

Defending subsidies in his talk 
before home builders in Chicago, 
Wyatt explained that they would 
only be used in selected cases to 
stimulate increased production and 
withdrawn when production 
reached a point where no premium 
payments were justified. He main- 
tained that price control was nec- 
essary on existing houses to halt 
the danger of inflation “until sup- 
ply can catch up with demand.” 





More than 350 representatives of the build- 

ing, lumber and allied industries looked over 

the 172 designs from the Chicago Tribune's 

prize homes competition at Chicago’s Ari 
Institute. 
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's ALCOA ALUMINUM 





Show them screening of aluminum and homeowners will recognize 
instantly—it can’t rust—it can’t stain—and that means no more 
unsightly screen stain on light paint and masonry. 


But there is another advantage with Alcoa screen cloth. It is made of 





Alclad Aluminum—the product of 15 years of research—that is extra 


strong and gives screening of Alcoa Aluminum its long-lived quality. 

Sereen cloth of Alcoa Alclad Aluminum is new. Homeowners’ demands 

at present surpass the supply. But more will be on the way as rapidly 

as leading weavers are able to increase production. ALUMINUM COMPANY 
or America, 1755 Gulf Building, Pittsburgh 19, Pennsylvania. 
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NEW PRODUCT 


With a Great NEW 






“Double-Duty” Appeal ! 


Meet the Unseen Guardian! 
Symbol of Sisalkraft Products — 
guardian of your comfort — pro- 
— tector of your home invostment, 





New SISALATION offers 
big new profits in a big new market by 
giving you reflective insulation properties 
in easy-to-apply building paper form. 
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More Comfort More Comfort Effective Moisture 
in Winter in Summer Barrier 


HERE it is — new Sisalation — the latest development 
of Sisalkraft that now gives your customers high efficien- 
cy in moisture barrier paper — plus all the time-tested 
advantages of reflective insulation! 


Sisalation is low cost — for the average new 5-room 
house will amount to only about $20.00 — based on a 
1,400 sq. ft. sidewall area, allowing for window and 
door openings and laps, For you that means a fast- 
moving item that runs up sales and profits. Get the facts 
today! Send in coupon below for folder and free 
sample of this great new building material. 
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Light Construction Courses 


To the Editors: Please tell us if you know of any 
good schools which are giving practical courses, pref- 
erably of short duration, in housing construction and 
also in practical retail lumber and building material 
merchandising. —C. A. GROSS, Morrison, Gross & 
company, Erwin, W. Va. 


The University of Washington and the Western 
Retail Lumbermen’s association recently staged a 
4-week course covering the very subjects you men- 
tion. It was so successful that a second class (started 
March 4) and third class (to start May 6) were 
scheduled. Other associations and colleges appear 
interested in establishing similar courses. The Uni- 
versity of Denver and the University of Missouri 
seem closest to getting programs underway... . 
Twenty-three universities and colleges now offer 
four year degree courses in light building construc- 
tion and marketing. The closest to you are Univer- 
sity of Kentucky, Virginia Polytechnic Institute and 
North Carolina State college. Names of other schools 
will be furnished on request.—The Editors. 





Hand in Hand with Red Cross 


To the Editors: With a complex of controls de- 
veloping into rapidly changing conditions as an 
aftermath of war, the lumber industry faces an un- 
predictable year in 1946, but will without doubt suc- 
cessfully overcome each difficulty as it develops. 

The American Red Cross in its Disaster Relief 
Service works cooperatively with the lumber dealers 
of the country to expedite and supply necessary ma- 
terials for the repair of property damaged in disas- 
ters. 

That the lumber industry has quite a part to play 
in conjunction with the American Red Cross in alle- 
viating the suffering caused by disasters throughout 
the United States can best be judged when we realize 
that the American Red Cross was active in 270 disas- 
ters during the calendar year of 1945. The amount 
of material required to be furnished through lumber 
yards for the repair of disaster-caused damage can 
be judged from the following summary of materials 
for which the American Red Cross was authorized to 
issue a top priority rating by the WPB and CPA. 


36,900,000 board feet lumber, valued at $2,958,000 


151,000 squares wood shingles........ 1,132,875 
150,000 square foot plywood.......... 22,500 
RE Ie are ee ee 64,290 
BeOCtrICRl GUBUTIGS 2. wi ww ccc ccc cies 59,950 
PO GUIIID onod ce ccwewsevcces 48,000 
4,310 tons, steel roofing and fencing... 517,200 


The total of 270 disasters in 1945 in which the 
American Red Cross participated comprised 64 floods, 
2 hurricanes, 47 tornadoes, 105 fires, 17 storms (hail, 
sleet, snow, etc.) and 35 others (train wrecks, ep!- 
demics, explosions, etc.). 

Forty-three states and Alaska were affected by the 





The SISALKRAFT Co., 205 W.Wacker Dr., Chicago 6, Il. 
Gentlemen: Please send me folder and free sample - 
of your new low cost “double-duty” Sisalation! ’ 

£ 
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ERE 270 disasters. Approximately 16,195 piec*s of residen- 
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“Next time 


won’t show him the picture 


ooee UNTII last!’ 





This Fairbanks-Morse District Representative watches another 
of his Distributors take a look at the picture of the new 1946 
Fairbanks-Morse Stoker and immediately rush out the door to 


tell his dealers. 


Fairbanks, Morse & Co. 
Fairbanks-Morse Bldg., Chicago 5, Illinois 








DIESEL LOCOMOTIVES - DIESEL ENGINES - MAGNETOS .. GENERATORS - MOTORS - PUMPS 
SCALES + STOKERS + RAILROAD MOTOR CARS and STANDPIPES - FARM EQUIPMENT 
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Heart of the largest selling flush door on the 
market today is Patent No. 1,887,814—an interlock- 
ing air-cell core that provides constant air circulation 
throughout the door. This is why the Paine Rezo 
checks warping, shrinking and swelling, why it com- 
bines lightness in weight with great strength and 
rigidity—and why it is the first choice of architects 
and contractors everywhere who know from long 
experience that it delivers years of trouble-free serv- 
ice in every type of building. Even more, this great 
1%" door is pre-fitted, and is so quickly hung and 
finished that the final installed cost is no more than 
that of a common panel door. 

For this reason, and many more, dealers from 
coast to coast have made money on these big com- 
petitive advantages. For complete information on 
these best-of-all Flush Doors, and the name of your 
nearest warehouse distributor, contact 





' ESTABLISHED 1853 
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tial property were destroyed and 137,439 were dam- 
aged. 

The American Red Cross maintains on its field 
disaster staff trained building advisers who survey 
the damage to buildings in a disaster and extend the 
priority ratings for the essential quantity of lumber 
required, direct to the lumber dealers in the normal 
trading area affected by the disaster. 

Your assistance in bringing these facts to the atten- 
tion of the industry and the need for continuing coop- 
erative effort is deeply appreciated.—M. A. L. GARD- 
NER, The American National Red Cross. 





CPA Appointment 


To the Editors: I am attaching hereto an announce- 
ment of my appointment on the Advisory Committee 
of the CPA. I shall certainly endeavor to give the 
distributors some relief from the now important HH 
ratings with the hopes that in some way we can in- 
crease production of lumber and place some of the 
lumber produced in the hands of the distributor so 
that they can give service where it properly belongs.— 
THORNTON ESTES, Estes Lumber company, Bir- 
mingham, Ala. 





Plea for Floor Plan Accuracy 


To the Editors: On page fifty of your Feb. 2 issue, 
there is shown the floor plan of a new model of pre- 
fabricated house... 

There is a small matter in this floor plan on dimen- 
sions that is very inaccurate and misleading, and in- 
asmuch as I have noticed this several times recently 
on some of the small house plan booklets, I would 
like to register my protest with you about this. 

You will note in the bedrooms, both rooms are 
shown to be 12x12 feet, while actually one of the bed- 
rooms cannot possibly be more than 9 or 10x12 feet. 

I have a copy of a book of plans for Florida houses 
which was put out at $1.25 by an ex-FHA architect 
and a real estate man, in which all dimensions shown 
for rooms, do not take into account the thickness of 
walls or partitions, with the result that almost right 
straight through the rooms are at least a foot smaller 
in each dimension than is shown on the plan. 

Whr not ask these architects to be more accurate 
in the figures they show, rather than lead people 
into thinking they are getting more than they are 
paying for?—C. F. DEWITT, Holt Hardwood com- 
pany, Oconto, Wis. 


Reader Dewitt is right. The rear bedroom of the 
house mentioned actually measures 9/914”x11’11”. 
The draftsman inadvertently included the closet 
area in the room dimensions, and the error was not 
caught in time. Frequent pleas for accuracy—and 
even threats—directed to architects help somewhat, 
but don’t insure infallibility—-The Editors. 





Knocking OPA Out 


To the Editors: As one of your readers I jus! 
wanted to call to your attention the enjoyment I re- 
ceived on reading your Editorial in the Jan. 19 issue. 
While it only covered a very small incident neverthe- 
less it does bring out at least the fact that someone 
is trying to bring pressure on “KNOCKING THE 
OPA OUT.” 

What we need is an ALL-OUT schedule among the 
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Does a Better “Cooling” Job 
in Summer 





Heating” Job 
in Winter 


Does a Better 






Established 1870 


COTTON 
INSULATION 


Made by the LOCKPORT COTTON BATTING CO. 


Lockport, N.Y. 


% 
ek 


Lower thermal conductivity or “k’” value— 
providing 4% to 36% greater insulating efficiency against both 
winter cold and summer heat. 


Lightest weight of any commercial insulation on the market — 
facilitating handling all along the line — saving up to 40% on 
installation cost. 


Never sags or settles — improves with age because it expands to 
fill every space. 


Resists fire, moisture, rot and vermin to give lasting service. 
Never harms or irritates the skin in handling. 


These are the plus values that are giving Lo-““K” top preference 
in every climate — building insulation volume and profits for lumber 
and building material dealers in every section. 


Lo-“K” is the outstanding development of the age in the insulating 
field — representing a new type of modern insulating efficiency. 
It is unquestionably the insulation of the future for every climate. 


To get a lion’s share of reconversion insulation business, tie up 
with Lo-“K”’. 


Available in easy-to-handle blanket type rolls sized 
— to fill all standard construction. WRITE FOR FULL 
named afer its PARTICULARS. 
ow therma 


conductivity or 
k”’ value 


LOCKPORT COTTON BATTING COMPANY 
Dept. AL-3 Lockport, New York 


for better building. 


Name - 


Address 


---------—- 
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Gentlemen: Send me the facts about Lo-‘K’”’ Cotton Insulation 


(] ARCHITECT (J DEALER (] CONTRACTOR OR BUILDER 











Goo -VARDWARE 


MAKES YOUR CLIENT’S 


NEW MOO Lt OME 


Hardware is the last detail to go on the new house— 
but it’s the first that your clients and their friends 
see when the building is completed. * 







































































The knocker on the door . . . the latch to unlock it 
... the hinges that swing it open to welcome the 
new owner ... and then, throughout the rooms,— 
good hardware can make that house a home. 


You will be doing your clients a double favor if 
you call hardware to their attention early during 
the planning. It will save them money in the end, 
avoid dissatisfaction over this important detail of 
utility and beauty, and will give them true con- 
fidence in your recommendations. 


1. Recommend allowing at least 2% 
of the contract price for hardware. 


These simple 

recommendations 2. Urge selection within a week after 
assure client the contract is awarded. 
Satisfaction. 3. Insist on ‘3 hinges to a door.” 


4. Make selection from the McKinney 
catalog of authentic designs. 


McKINNEY 


= SINCE 1865 
aD wes ey 
ptaudtile tay MANUFACTURING 
PITTSBURGH 12. PENNSYLVANIA 
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manufacturers, wholesalers and retailers together 
with the backing of National Associations and last 
but not least the lumber journals throughout the 
nation. 

How about the AMERICAN LUMBERMAN inserting in 
their next issue a full page space for a national peti- 
tion? To be divided into three groups. First: manu- 
facturers, second, wholesalers, and third, retailers, 
who would sign same and return signatures to the 
AMERICAN LUMBERMAN who in turn would forwari 
same to the Congress of the United States of Amer- 
ica. At least we would have a start toward the jo) 
of killing the OPA. 

If there is any chance of beating the OPA by June 
30 next, don’t you think every effort should be brought 
forward to defeat it, NOW, and the months that lie 
ahead? Time is growing short and there are only four 
short months ahead in which to do the job. 

There seems to be a lot of criticizing and heckling 
about the OPA and the job it is doing; well let’s all 
pull together and perhaps we can either kick it out 
or at least get it in a better working condition. 

What seems to be the prime interest among the 
industry is, production, elimination of price control, 
and the right to do business in a normal free enter- 
prise manner. Well, let’s all get on the band wagon 
and reach for all three. 

Lots of good luck and best wishes on furthering the 
knocking out of OPA and any other government 
agencies that hinder the production of building ma- 
terial—ED. J. JOHNSON, Whitestone, Queens, N. Y. 


Would readers like to have American Lumberman 
sponsor a petition such as that suggested by Mr. 
Johnson? In order to sample prevalent opinion in 
the industry we have placed a coupon on this page. 
Please fill it out and mail it to us promptly. If there 
is sufficient demand we will be glad to prepare a 
petition—THE EDITORS. 





VOTE HERE — CHECK ONE SQUARE ONLY! 


| believe the Office of Price Administration and all 
its controls should be licked out completely as of 
June 30, 1946, at which time its existence, under 
law, is scheduled to terminate. 


| believe that the existence of OPA, in essentially its 


present form, must be extended beyond June 30, 
1946, 


| believe that OPA in its present form should be 
abolished by June 30, 1946, but that a few essential 
price controls must be retained beyond that date. 
(If you check this one, please write here the controls 
which you believe should be retained: 


| would be willing to sign a petition in support of my views as 


checked above: YES...... NO 











Mail this ballot to the editors today! 
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SENATE GETS HOUSING BILL THAT WILL PERMIT 
PROMPT ACTION BY MR. WYATT 


Although Housing Expediter Wilson Wyatt has expressed dissatisfaction 
over elimination of the subsidy provisions of the Truman Housing Bill as 
passed by the House of Representatives, he now has something which more 
nearly approaches a proposal that he can bring to the industry and obtain 
immediate, favorable action. Removing manufacturer subsidy provisions 
from the legislation and vesting Mr. Wyatt with authority to issue directives 
to adjust price ceilings for building materials, without dependence on OPA, 
indicate Congressmen are beginning to comprehend some of the basic prob- 
lems contributing to the housing emergency. 


If Mr. Wyatt is sincere in his efforts to work with building material manu- 
facturers, lumber dealers and home builders to attain maximum home building 
activity, he will shoulder the responsibility of formulating a ceiling price struc- 
ture to break production bottlenecks. Pending passage of the bill by the 
Senate, work should start immediately to get prices in line with historical 
practice, so that building material manufacturers may set up production 
schedules to supply the market, instead of adjusting production schedules to 
yield a profit under existing OPA ceiling prices. 


Mr. Wyatt already has announced plans to direct the recruitment of 
building trades workers. This project should move forward at maximum 
speed and efficiency. It necessarily embraces revision of many of the union 
laws limiting apprenticeship training. One of the prerogatives and respon- 
sibilities of the housing expediter will be to induce labor unions in the buildng 
industry to change many of their existing rules as one of the first steps in the 
program to assure an adequate supply of tradesmen to erect houses. 


To obtain maximum new home construction in many of the largest cities, 
Mr. Wyatt, as housing czar and expediter, should work with all possible speed 
to hasten revision of numerous municipal building codes. A program to 
eliminate the objectionable features of municipal building codes under Mr. 
Wyatt's direction would not only result in lowered building costs but could 
be accomplished on a national basis with direction from one responsible 
government agency, working with lumber dealers and home builders. 


If we are to have government agencies working with industry in home 
building, the Truman Housing Bill, as passed by the House and now in the 
Senate, embraces fewer objectionable features than any of the recent pro- 
posals for legislative action. If the Senate will pass the Truman Housing Bill 
as it left the House of Representatives, Mr. Wyatt will have an unprecedented 
opportunity to do the kind of a job the nation requires under conditions that 
will inspire maximum effort on the part of private industry working with gov- 
ernment. This legislation will provide authority for quick action in the home 
building crisis. To obtain immediate action, directives to eliminate present 
bottlenecks in building, prepared in consultation with industry representa- 
tives should be ready for issuance as soon as full legislative authority is 
granted. Unless action is immediate and practical, the home building in- 
dustry will not attain maximum production in 1946. 


Maver, 


Publisher 
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The woman who saw 


beyond the nose on her face 


@ This woman wasn’t satisfied 
with old-fashioned construction 
methods. 

She was tired of walls that cracked 
—ceilings that were old before 
their time—finishes that defied 
cleaning. And she couldn't see 
waiting weeks for plaster to dry, 
either. 

So she said to her dealer, “Isn’t 
there a better—a more modern 
way when I build?” 

And there will be—Upson Panels! 


One of these days, when Upson 


Strong-Bilt Panels and Upson 
Kuver-Krak Panels are available, 
she will be happy in a home with 
walls and ceilings that are per- 
manently beautiful . . . because 
Upson Panels are strong, crack- 
proof—trouble-free. She will be in 
her home weeks sooner, thanks to 
the speed of modern, dry-wall 
construction. 

She will be more comfortable, too 
. . . because Upson Panels have 
efficient insulation value .. . and 
are delightfully warm to the touch. 


THE UPSON COMPANY, LOCKPORT, N. Y. 


Upson Products are easily identified by the famous Blue-Center 


and difficult. Restrictions on many 


will improve in the months ahead. 





LOOKING TO THE FUTURE—As you know. 
deliveries on most building materials are delayed 
materials are 
still effective which hamper production of the full 
Upson line. We are hopeful that these conditions 


Right now, in common with other manufacturers of 
building materials, we ask your continued coopera- 
tion and patience. PACEMAKER 
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And she will do less work, because 
the rich, beautifully pebbled sur- 
face of Upson Panels—painted in 
her favorite colors—cleans easily 


with a damp cloth. 


Today, millions of women like this 
one want these beautiful, modern, 
war-tested walls and ceilings. And 
the fortunate ones willing to wait 
until Upson Panels are again 
available will be happy indeed 
with walls and ceilings that are 


permanently beautiful. 
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Fifth in a series of 
articles containing basic 
background information 
on building products. 








Here large sheets of 4x8 foot insulating board sheathing are being applied to a two-story 
poultry laying house. The large boards are light in weight and easy to handle. They provide 
a certain amount of structural strength as well as insulating. 






Moe A basic building material for use in remodeling and in 
he constructing new homes and farm units, insulation board 
pee offers a variety of types and styles for easy installation. 
fe se NSULATING BOARD was intro- Lath, used as an insulating plas- ing joint treatment and the short 
EE duced as a general purpose’ ter base for walls, partitions and edges are square. | 

te! building board in 1914. Subse- ceilings, is made in standard Building board is a general pur- 
ae oa quently new products were devel- widths of 16, 18 and 24 inches and pose structural insulating board, 


| 








oped—sheathing, lath and interior 
finishes in tile and plank shapes. 
Insulation board is made by reduc- 
ing wood, cane or other vegetable 
fibers to a pulp and then reas- 
sembling the fibers into large sheets 
or boards. The insulating value 
comes from the millions of tiny 
air spaces within and between the 
fibers. The natural interlacing and 
weaving of the fibers and their sub- 
sequent drying knit them firmly 
together and form a grainless board 
of relatively high tensile and com- 
pressive strength and stiffness. 


Standard Sizes 


Insulating sheathing is used as 
a wall sheathing under siding, 
brick veneer, shingles or stucco; 
also as roof sheathing on pitched 
roofs under various types of roof- 
ing, and to insulate floors of base- 
mentless houses. It is made in 2 
and 4-foot widths. The 2-foot 
widths are 8 feet long and 25/32 
inch thick. The long edges are fab- 
ricated with a tongue and groove 
or similar joint treatment. The 4- 
foot widths come in standard 8, 
844, 9, 9%, 10 and 12 foot lengths 
and in thicknesses of 25/32 and 
Y% inch. The 4-foot wide boards 
have square edges. 


Drawings and information: Insulation 
Board Institute 
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in a standard length of four feet. 
The long edges have an interlock- 











interior finish, base for plastic 
paints, wall coverings and other 
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Section through a residence showing uses of insulation board. 
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A warm laying 
house insulated 
against drafts and 
sudden changes in 
temperature reduces 
mortality and. in- 
creases production of 
hens. This laying 
house interior has 
been covered with 
larg e insulating 
board sheets. 












HEADER FOR END JOINT 
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AND " FROM EDGE 


INSULATING BOARD SHEATHING 


SPACE NAILS 6” APART 
ON INTERMEDIATE FRAMING 










Fig. 1. Exterior view of 
frame wall showing ap- 
plication of insulating 
board sheathing covered 
with wood siding ex- 
terior finish. 





LSPACE NAILS 
(G* APART ON 

INTERMEDIATE 
STUDS 





LEAVE Ye" SPACE BETWEEN 
INSULATING BOARDS 


EXTERIOR FINISH Fig. 2. Interior view of 


frame wall showing ap- 
plication of insulating 
board. 











VAPOR BARRIER 
APPLIED TO INSIDE 
SURFACE WHERE 
EXCESSIVELY HUMID 
CONDITIONS PREVAIL 








LARGE HEADED GALVANIZED NAILS 
SPACED 3” APART ALONG EDGES — 
AND NOT LESS THAN ¥" FROM EDGE 


CUMTILML 
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(Above cRane ‘ BER VEEN INSULATING 
Ss 
Fig. 3. Interior view of 
masonry wall showing rAPART ALONG” 
application of furring Feow eoce 
strips and insulating ° 
board. 


AAPOR BARRIER. 
APPLIED TO INSIDE 
SURFACE 
EXCESSIVELY H 
CONDITIONS PREVAIL 
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interior decorative finishes. It 
comes in standard lengths of 6, 7, 
8, 9, 10 and 12 feet and in a single 
width of four feet. The standard 
thicknesses are 4%, %4 and 1 inch, 
with all edges square. 

Tileboards, decorative insulating 
wall and ceiling panels, are fre- 
quently used in conjunction with 
building board and plank. They are 
made in panels 8x8, 12x12, 12x24, 
16x16 and 16x32 inches. Standard 
thicknesses are 1%, 34, and 1 inch. 
The edges are beveled and usually 
interlocking. 

Planks are also decorative insu- 
lating wall and ceiling finishes, fre- 
quently used in conjunction with 
building board and tileboard. They 
are made in standard 8, 10, 12 and 
16 inch widths and in 6, 8, 10 and 
12 foot lengths and in a single 
thickness of ¥% inch. The long 
edges are grooved and have inter- 
locking joints. 

The current production of 
sheathing, lath, building board and 
tileboard by most manufacturers is 
confined largely to the % inch 
thickness. 

The predecorated board, plank 
and tileboard have been widely 
used to create beautiful interiors 
in homes, stores, churches, audi- 
toriums, school rooms and other 
structures where attractiveness 
and economy of construction are 
important. When applied to inside 
walls and ceilings, these products 
provide insulation while doing an 
effective job of decorating. They 
can be painted, calcimined, stained, 
varnished or used as bases for 
other wall covers if a variation 
from the factory finishes is desired. 

Insulating board has been ex- 
tensively used on the farm to re- 
model dairy barns, hog houses, 
poultry and brooder houses, grain 
bins, machine shops and vegetable 
storage structures. By providing 
comfortable quarters for animals 
and controlling temperatures, pro- 
duction is increased, mortality is 
lessened, and food and crop spoil- 
age are reduced. 


General Application 


Insulation board products are ap- 
plied with ordinary carpenter's 
tools. When the 1% inch thick board 
is used for sidewalls, framing 
should be installed on not more 
than 16-inch centers. The framing 
for the 25/32-inch or 1-inch thick 
products should be set on a maxi- 
mum of 24-inch centers for side- 
walls and ceilings. Headers should 
be inserted between framing mem- 
bers at the unsupported ends of 
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Insulating board tileboard was used on the upper walls and ceiling 
Used in many public buildings, insulation 
board can be redecorated, carved or beveled to achieve any de- 


of this school library. 


sired effect. 


insulating boards to serve as a 
nailing base. 

For masonry construction, fur- 
ring strips should be attached to 
the masonry on centers as de- 
scribed above, depending on the 
thickness of the insulating board 
to be used, and the insulating 
toard nailed to these furring 
strips. Furring strips may be at- 
tached to concrete by means of ex- 
pansion shields and bolts, or nailed 
into mortar joints where the ma- 
sonry is of brick, concrete block or 
hollow tile. Masonry walls above 
grade should be waterproofed on 
the inside before applying the fur- 
ring strips. Those below grade 
should be waterproofed on the out- 
side before back filling. 

Insulating boards should not be 
foreed in place. The large 4-foot 








wide boards should be installed so 


as to leave a space of % inch be- 
tween adjoining boards and at 
ends. Most insulating boards are 
cut scant in width and length to 


‘allow for this space. 


Sheathing Application 

Apply 4-foot sheathing vertically 
and directly to all framing mem- 
bers with ample bearing for nail- 
ing along all edges. Nail to inter- 
mediate framing members, first, 
spacing nails 6 inches apart, and 
then along the edges, spacing nails 
3 inches apart and % inch in from 
the edge. Drive nails until the 
heads are flush with the surface 
of the insulating board. 

The 2x8 sheathing is applied 
horizontally, or at right angles to 
the framing, leaving a % inch 
space between the ends. The inter- 


Left: Insulating board lath can be applied quickly and easily to provide a uniformly warm and 


continuous plaster base. 


This helps to eliminate unsightly plaster marks and prevents the 
moisture in drying plaster from entering the stud space between the walls. 


Lower right: To 


facilitate easy handling, some lumber dealers store bundles of boards flat in bins that are at 
an angle of 45 degrees to the loading alley. This permits use of a relatively narrow alley in 
loading and unloading the 12-foot boards. 
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The photograph above illustrates how insulating board was used in 
a high school band room. Random width plank and building board 
were used on the walls and crossbeams and tileboard on the ceiling. 


locking long edges should fit snugly 
with the tongues up. Headers are 
not required at the _ horizontal 
joints of the 2x8 sheathing. Nail 
to intermediate framing members 
first and then along the edges, 
spacing nails on approximately 4 
inch centers and not less than % 
inch from the edge. 

Wood siding may be applied di- 
End piling of large insulating board greatly 
reduces the labor involved in storage. Two 
men can easily stack the board from a truck 


or reload it for removal without the aid of 
mechanical lifts. End or flat piling usually 


cause no damage to the board. 






















rectly over the insulating board, 
nailing through to the studs with 
rust-proof nails. Where shingles 
are to be used, nail 1x2 inch fur- 
ring strips horizontally over insu- 
lating board to studs, spacing to fit 
shingles. Nail shingles to furring 
strips with rust-proof nails. For 
brick or stone veneer, properly 
space anchors and nail through the 
insulating board into the studs. 
Lay the brick or stone in the usual 
manner. Allow not less than % 
inch space between the insulating 
board and the brick or stone. If 
stucco is to be used, apply a layer 


of saturated roofing felt over the 
surfaces of the sheathing. Self fur- 
ring and non-furring stucco bases 
should be applied in accordance 
with the manufacturers’ specifica- 
tions, 
Lath Application 

Lath should be applied with long 
edges at right angles to the fram- 
ing or furring strips, centering all 
end joints on framing and stagger- 
ing the vertical joints or end of 
each course of lath with the joints 
of the preceding course. Nail lath 
securely to framing, using five 
nails at each stud or nailing mem- 
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INSULATING BOARD 


insulating board applicd to 
both flat and ‘pitched por- 
tions of ceiling. Also addi- 
tional layer of insulating 
board (if needed) applicd 
to under side of rafters. 


APPLY ROOFING ACCORDING TO 
MANUFACTURER'S SPECIFICATIONS 


° * H HEADERS FOR NAILING 
Fig. 5. Pitched roof with }FAOSRs fos Nace 


> of roof rafters on 16” centers. 
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= Fig. 6. Insulating board 
used as roof insulation 
DRIVE w on pitched roof and cov- 
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SPACE NAILS 6” APART 
ON INTERMEDIATE FRAMING ‘ 
SPACE NAILS 3” APART 


USE LARGE HEADED GALVANIZED NAI ALONG 68 AN r 
FOR APPLYING INSULATING BOARD FROM goes. _ 


FLOORING 
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Fig. 7. Application of in- 
sulating board in floors 
(A) e layer on under 
side of joists. (B) Two 
layers, one on under side 
of joists and the other 
on top of joists, covered 
with flooring. 
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ber. To cover arches, curves and 
sweeps, first nail lath at the end, 
holding it to the required contour 
and then nail to each successive 
stud, joist or furring strip. 


Interior Finish Application 

When using building board the 
framing or furring should be in- 
stalled on 12 or 16-inch centers and 
headers should be cut in between 
framing members at the ends of 
the building board to provide a 
nailing base. Where possible the 
board should be of sufficient length 
to span between sills and plates or 
other structural members. 

It is especially important that 
the framing or furring for tile- 
board units carefully conform to 
the size of units used. While this 
allows a choice of 8 or 16 inch 
spacing with 16x16 and 16x32 inch 
tile, stripping 8 inches on center 
provides for additional nailing 
which results in superior applica- 
tion. Tileboard may also be applied 
by cementing to continuous, smooth 
surfaces by means of special ad- 
hesives available for this purpose, 
as recommended by the manufac- 
turer of the product to be used. 
Apply the adhesive in dabs about 
2 inches in diameter and %4 to % 
inch thick, one in each corner of 
square tileboard and additional 
spots on rectangular sizes. 

Furring strips for plank should 
be at right angles to the plank on 
9 inch centers up to a height of 
5 feet and 12 or 16 inch centers 
above this height, except for 12 
or 16 inch widths of plank applied 
with long edges bearing on fram- 
ing members on 12 or 16 inch cen- 
ters. 

Where nailing is to be exposed, 
clean and polished 114 inch finish- 
ing nails or brads or cadmium 
plated diamond point nails should 
be used for % inch insulating 
boards and 1% inch nails of the 
same type for %4 and 1 inch thick 
insulating boards. Nails should be 
driven at an angle, setting below 
the surface and tapping fiber over 
surface. Where nails are to be cov- 
ered with panel strips or mould- 
ings, use 1144 inch box, common or 
galvanized nails for % inch board 
and 2 inch nails of the same type 
for *4 or 1 inch board. 


Ceilings and Roofs 
Insulating board may be applied 
to ceilings as a lining or interior 
finish in a manner similar to that 
for walls, spacing the framing on 
the proper centers, depending on 
the thickness of the board to be 
used. The framing for the ceiling 
(Continued on page 58) 
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Wisconsin Dealers Warned 
Against New Competition 


Speakers advise dealers to keep abreast of latest 
developments at 56th annual session in Milwaukee. 


F THE RETAIL lumber dealer 

hopes to meet post-war competi- 
tion he must adopt a progressive 
merchandising program at once, 
speakers at the 56th annual con- 
vention of the Wisconsin Retail 
Lumbermens association warned 
over 2,500 lumbermen attending the 
sessions in the Milwaukee Auditor- 
ium Feb. 19-21. 

“It would be short-sighted for 
dealers to overlook new competitive 
developments which have resulted 
from the war housing program,” 
declared president E. E. Homstad, 
opening the convention. 

“In this coming era none of us 
can afford to indulge in being spe- 
cialists in only the products that 
we know and like. Because we see a 
demand far in excess of supply, we 
should not become indifferent and 
lackadaisical in modernizing our 
yards, offices and display rooms. 

“Let’s meet and beat competition 
with more aggressive selling, im- 
proved merchandising, better buy- 
ing and more effective advertising.” 

Every one of the 156 exhibit 
booths were taken when the con- 
vention opened. Following the pres- 
ident’s address, H. B. Koerble read 
the treasurer’s report. Otto Lieber, 
Jr., Neenah, presented the past 
president’s medal to J. H. Brannun, 
Racine, . 

Thirty-five veterans are studying 
the home-building industry at the 
University of Wisconsin School of 
Commerce, F. H. Elwell, dean of 
the school, reported in his talk, 
Ps New School of Commerce and 

ou.” 

Dean Elwell announced plans for 
a lumber dealers institute to be 
held at the university on April 10- 
11. The purpose of the institute, 
Dean Elwell said, is to help retail 
lumber dealers plan for the compe- 
tition of tomorrow and to acquaint 
dealers with the newer methods 
and products. 


Scholarships Announced 
At the conclusion of his talk, 
Dean Elwell was presented an en- 


velope containing $2,500 in U. S. 
Treasury Certificates by secretary 
Don S. Montgomery for the asso- 
ciation. The money will be used for 
two $250 scholarships each year, 
going to two seniors majoring in 
the light building industry. 

W. M. Steinbauer, secretary- 
manager, National Door Manufac- 
turers association, Chicago, then 
gave an illustrated talk entitled, 
“An Interesting Plan to Reduce the 
Cost of Building.” Dave Living- 
ston, Washington, Ia., spoke on 
“Hints from a Farmer to Retail 
Lumber Dealers.” 

Carl Taylor, president, Wauke- 
sha State Bank, Waukesha, received 
the heartiest applause of the Tues- 
day afternoon session following his 
address, “What Kind of an Amer- 
ica are We Going to Have Tomor- 
row?” 

He charged that “emergency 
making” is the biggest business in 
America today and that more than 
two and a half million government 
employees are at work on it. He 
declared that it is time to say to 
the government that “our Consti- 
tution itself gives you no right in 
peace time to tell a lumber com- 
pany that it may not produce and 
sell lumber in open competition. 

ou have no authority to say that 
any class of people, not even our 
beloved GI heroes, are the only citi- 
zens who may buy a stick of lum- 
ber. We want to return to the ways 
of free men and the shock of recon- 
version will be easier now than it 
will ever be in the future that you 
are planning to regiment us into.” 

The banker warned the lumber- 
men that unless they make their 
voice felt at the ballot box, the bu- 
reaucrats will continue to run the 
country. 

Forty “kittens” were initiated at 
the Hoo-Hoo concat held at Hotel 
Schroeder Tuesday afternoon. The 
degree team conducting the initia- 
tion was headed by snark Don 
Montgomery, senior Hoo-Hoo 
Harry Koerble and junior Hoo- 
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Don A. Campbell: “The old Washington for- 

mula of creating a new agency to replace an 

agency that has failed is functioning on all 
sixes.” 





R. J. Willis: “The most serious thing facing 
you is lack of prestige.” 





F. H. Elwell: “Our purpose is to avert failures 
among retail lumber dealers.” 





James C. Downs: “The Housing shortage won't 
be dented before 1948.” 
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Hoo Ben F. Springer. A Hoo-Hoo 
banquet and floor show followed. 

Wednesday morning gave the 
lumbermen time to visit the ex- 
hibit booths on the main floor of 
the auditorium. The movies shown 
in Plankinton hall included a slide 
sound film developed by the AMER- 
ICAN LUMBERMAN showing the lat- 
est in lumber yard and store de- 
signs. 

In his talk, opening the Wednes- 
day afternoon session, Edward G. 
Gavin, editor, American Builder, 
declared that the Wyatt building 
program is OPA-inspired. He 
charged that it was created to de- 
velop a new emergency; that the 
bill will provide other excuses for 
perpetuating the UPA and NHA 
and seeks to completely socialize 
the house building industry in this 
country. 

Speaking on the subject, “At- 


ment in the stabilization of wages 
in those industries producing ma- 
terials for housing and the wages 
of labor engaged in the construc- 
tion of homes. 

(3) It should assure the building 
industry that it will not enter into 
competition with them if they start 
this program. 

(4) Price premiums must not be 
granted to preferred buyers such 
as exporters and railroads. 

(5) OPA must afford relief from 
unreasonable paragraphs in certain 
mill regulations and enforcement of 
these regulations at the mills should 
be militantly pursued. 

(6) The government should rec- 
ognize the increased dealer’s cost 
and the fallacy of the dealer ab- 
sorbing any manufacturer’s in- 
crease. 

(7) It must recognize that 25 
per cent of our production normal- 





Officers of the Wisconsin Retail Lumbermens association, left to right, H. B. Koerble, 
treasurer; Don S. Montgomery, secretary, and E. E. Homstad, president. 


tempted Lumber Controls in Time 
of Peace,” Don A. Campbell, Le- 
banon, Ky., indicated some things 
that should be done to attain the 
home building goal. 


Campbell’s Program 


If the building industry could 
undertake a voluntary program to- 
day, Mr. Campbell said, it would 
stem inflation in building costs and 
real estate prices. The former chief 
of the distribution branch of the 
lumber and lumber products divi- 
sion of the WPB suggested the fol- 
lowing steps to get the building 
program underway. 

(1) OPA should adjust price 
schedules, removing the incentive 
for producing war items and give 


compensating upward adjustment — 


in pricing of types of materials re- 
quired for peace time building. 

(2) The government should move 
rapidly to bring about an adjust- 
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ly comes from “sub marginal” mills 
and steps should be taken to make 
production attractive to these mills. 

(8) In the South the govern-* 
ment must reduce the price of 
hardwoods produced by southern 
pine mills in order to get those 
mills back into the production of 
construction lumber. 

(9) Appropriate compensation 
must be allowed to mills working 
overtime and paying time and a 
half wage rates. 

“Today,” Mr. Campbell declared, 
“the lumber industry is the No. 1 
problem child of every agency of 
the administration except the OPA, 
which so far has not seen fit to 
make an adjustment in mill prices. 

“Our American way of life is 
threatened. Wé must be on guard 
against impractical theorists, ig- 
norant men, demagogues and left 
wingers who are trying to change 
the ideals of our form of govern- 


ment. They are organized and we 
are not.” 

Following an_ illustrated talk, 
“Planning Your Dream Home,” by 
A. A. Engelhard, Wisconsin Elec- 
tric Power Co., Milwaukee, the af- 
ternoon program concluded by a 
humorous account of his life in the 
Army by Marion Hargrove, author 
of “See Here, Private Hargrove.” 

The association’s dinner dance 
and floor show was held in the cry- 
stal ballroom, Hotel Schroeder, 
Wednesday night. 


Discuss Vets’ Problems 


Problems involved in housing the 
veteran, a topic touched upon by 
several speakers, were pointed up 
at the Thursday morning session in 
a round-table discussion presided 
over by H. P. McDermott, manager 
of the mortgage department, Retail 
Lumbermens Mutual Insurance 
Company. 

In reply to questions from the 
floor, Mr. McDermott pointed out 
that a house built under HH priori- 
ties can be sold or rented to either 
a civilian or a veteran 30 days 
after the house is completed. 

Since only 11 building materials 
are affected by PR 33 ratings, Mr. 
McDermott said he did not believe 
many houses would be built under 
this program. He said that lumber 
would be the only item on which it 
would be possible to build up an 
inventory. He emphasized that the 
first step under the GI reconversion 
plan is formal application to FHA 
through form No. 4386; that no 
orders are necessary in order to 
build; that FHA sets the sale price 
which must be advertised promi- 
nently in front of the house during 
its construction and for 30 days 
afterward; that every veteran is 
not eligible to purchase—only those 


_ found financially responsible. 


At the conclusion of the round- 
table, veterans attended a special 
luncheon in their honor at the 
Schroeder. 

Secretary Montgomery, who is 
beginning his 30th term in that of- 
fice, announced that the association 
officers will hold over until the 
presidents of the 28 district clubs 
have polled their clubs by mail. 
This move was necessary because 
the nominating committee lacked a 
quorum. 

The association, following secre- 
tary Montgomery’s suggestion, 
granted the resolutions committee 
authorization to draw up a resolil- 
tion or open letter involving the 
OPA. An open.letter to President 
Truman asking for the elimination 
of OPA was read at the opening 
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session. The national office of the 
NLRDA requested the Wisconsin 
association to give mature consid- 
eration to the proposed letter be- 
fore approving it. The decision to 
leave the matter in the hands of 
the resolution committee followed. 


Pre-Fab Competition 

What pre-fab competition will 
mean to the retail lumber dealer 
was discussed by the first two 
speakers at the closing session 
Thursday afternoon. Paul J. 
Mathew, secretary-treasurer, Ideal 
Lumber Company, Oskaloosa, Iowa, 
spoke on “My Visit with the Pre- 
Fab House Manufacturers.” R. J. 
Willis of the Willisway System, 
Chicago, spoke on “Meeting Pre- 
Fab Competition.” 

Mr. Willis asserted that the most 
serious thing facing retail lumber 
dealers today is lack of prestige. 
He said dealers are losing prestige 


1. Association sessions gave particular atten- 
tion to the problems of housing the veteran. 
H. B. Koerble, treasurer, left, and C. D. 
Blakely, West Bend, discuss this question with 
S/Sgt. Kenneth L. Saeman, Cross Plains, who 
expects fo operate a retail lumber business 
when discharged. 2. Marian Hargrove, right, 
who amused the association with his talk, 
“Il Should Have Been a Soldier,” was intro- 
duced by Ben F. Springet, a past president. 
3. Ofto Lieber, Jr., Neenah, pinning the past 
president's medal on J. H. Brannum, Racine. 
4. Don S. Montgomery, secretary of the Wis- 
consin association, left, and E. E. Homstad, 
president, right, pose with two officers of the 
Northwestern Lumbermens association, Bill 
Bodeaux, secretary and Arthur Munck, presi- 
dent, 5. These old-time lumbermen, reminisc- 
ing between sessions, have spent a fotal of 
137 years in the business. Left to right, G. W. 


with their customers—and more 
important, with suppliers. 

“Individually, and as a group, 
you have done very little, if any- 
thing, to keep your name before 
the public,” Mr. Willis declared. 

Pre-fabrication, fe warned the 
dealers, is here to stay “and there 
is nothing you can do about it by 
resolution or waiting.” 

The speaker added: “The pre- 
fabricator doesn’t need and doesn’t 
want you. He says you didn‘t help 
him when he needed you. Besides, 
he thinks you are the world’s poor- 
est merchandiser. You don’t want 
him either. You can’t make any 
money in his business.” 

Mr. Willis outlined plans for dis- 
tribution of building materials this 
year for the constrygtion of 12,000 
“Home-Olas” through retail lum- 
ber dealers. This pre-fab house will 











LaPointe, Menomonie, 45 years; L. E. Utter, 
Hashotan, 45 years and E. F. Potter, Stephen- 
son, Mich., 47 years. 
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consist of a basic unit available in 
five models. 

Answering the question, “When 
Will Dealers Get Some West Coast 
Lumber?” J. R. Blunt, West Coast 
Lumbermen’s association, predicted 
that the Douglas fir region will 
produce between 61% and 7 billion 
feet this year. He said that produc- 
tion by spring should reach 120 to 
130 million feet per week or around 
5,000 cars. 

Even if the Wyatt building pro- 
gram becomes operative, the hous- 
ing shortage cannot be dented be- 
fore 1948, in the opinion of James 
C. Downs, Jr., president, Real Es- 
tate corporation, Chicago, the final 
speaker at the session. His subject 
was “My Opinion of Building Con- 
struction in 1946.” 

The demand for residential con- 
struction will increase, not because 
of the demand of the veterans, but 
because of the heavy movement 
from farm to city, according to Mr. 
Downs. 

Commercial and industrial build- 
ing will continue to lead as mate- 
rials will be available for this type 
of construction, added Mr. Downs, 
predicting a lot of communal build- 
ing—clubs, schools, hospitals, ete. 

Citing statistics to show that in- 
creased building is already under- 
way, Mr. Downs said that a survey 
of 34 cities throughout the country 
indicated that building permits for 
January, 1946 were running 97 per 
cent ahead of the same month in 
1945. Total building permits in 
these cities represented a 400 per 
cent increase in dollar volume con- 
struction. 

In an open letter to President 
Truman, the association declared 
that the “OPA is more to blame for 
the material shortage than all other 
factors combined.” Stating that 
OPA’s price control efforts “have 
actually created shortages, caused 
inflationary prices and resulted in 
black market operations,” the letter 
concluded that “unless OPA’s phi- 
losophy can be modified, the only 
alternative is to abolish OPA.” 

Geoffrey Baker, deputy adminis- 
trator of the OPA, Washington, 
was warned in another letter that 
the dealers “have taken all the pun- 
ishment they can and are on the 
verge of revolt.” 

“Frankly,” the letter continued, 
“the dealers will not stand for your 
absorption policy. They have ab- 
sorbed increased expenses, wages 
and reduced margins and any effort 
to load the retail dealers with fur- 
ther burdens will result in their 
demanding the immediate abolition 
of OPA.” 
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Ray Beil left, incoming president of the Western Retail Lumbermens Association, is congratulated 
by W. C. Bell, managing director of the association. 


Western Retail Dealers 
Meet in Spokane 


Ray Beil named president of association at annual session; 
adopt resolutions on OPA, PR-33 and veterans’ employment. 


ORE THAN 500 lumbermen 

registered for the annual con- 
vention of the Western Retail Lum- 
bermens Association in Spokane, 
Wash., Feb. 19-20—the first large 
meeting of the association since 
1942. 

Ray Beil of the Ray Beil Lum- 
ber Co., Spokane, succeeded C. B. 
Sweet of Longview as president. 
W. C. Bell was reelected managing 
director. 

Resolutions passed by the asso- 
ciation called for the abolition of 
OPA on June 30 “unless a change 
of policy can be effected imme- 
diately ;” the amendment of PR-33 
to allow manufacturers and jobbers 
of building materials to sell to re- 
tailers without restrictions under 
the following conditions: 

1. For homes costing $10,000 or 
less. 2. For alterations or repairs 
to existing homes. 3. For farm 
structures or their maintenance. 4. 
For construction or maintenance of 
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manufacturing plants and _ food 
processing plants costing $10,000 
or less. 5. For necessary repairs 
to government roads, bridges or 
buildings. 6. For emergency re- 
pairs to commercial structures. 7. 
All other construction allowable 
only by certificate of necessity. 

A third resolution recommended 
that association members provide 
adequate training and preferential 
employment to veterans. 

The program opened at the 
Davenport Hotel with a pre-con- 
vention dinner on Monday night 
attended by 240. Highlights of the 
first business session Tuesday 
morning included the president’s 
annual message read by Mr. Sweet 


and the association report by Mr. 
Bell. 


Association Program Expanded 
Mr. Bell reported that a special 
committee named by the associa- 
tion, after studying the problems 


and needs of the organization, had 
decided to expand the association’s 
program and modify the dues struc- 
ture. 

“Your association is starting this 
year with a carefully planned pro- 
gram backed by the necessary funds 
to make that program effective in 
every area,” Mr. Bell declared. 

Frank E. Cox, Seattle district 
manager, The Kawneer Co., in his 
talk entitled “Main Street and 
Monkey Glands,” declared that lum- 
ber dealers have two good reasons 
in improving the physical improve- 
ments of their stores: 1. Interest 
in their own property. 2. Stimu- 
lating improvement among other 
merchants. 


Professor Opposes OPA 


Dr. Henry A. Burd, professor of 
marketing, college of economics and 
business, University of Washing- 
ton, spoke on the subject, “Take Off 
Your Rose Colored Glasses.” He 
told why he had changed his mind 
in the six months since V-J Day re- 
garding the OPA. He charged that 
the OPA is throttling production. 

Burd declared that he was op- 
posed to the OPA because: 


1. It does not encourage produc- 
tion. 


2. It does encourage “black mar- 
kets.” 


3. It does not prevent inflation. 


4. It forces extra, useless work 
upon business men. 


5. It assumes a punitive atti- 
tude, exercising police power over 
business. 


6. By setting prices to regulate 
profits, it does not control our econ- 
omy but changes it. 


7. It is so far removed from 
most consumer markets that it is 
ignorant of local conditions of sup- 
ply and demand. 


8. It is slow to act because of 
the long and involved line of au- 
thority through which decisions 
must channel. 


9. It is a costly, complex, vastly 
overstaffed government bureau- 
cracy. 


10. It is more interested in self- 
perpetuation than in service. 


R. T. Titus of the WRLA pre- 
sented a slide film on store and 
yard modernization. This film de- 
veloped by the AMERICAN LUMBER- 
MAN in cooperation with BMEA 
showed sketches and photographs 
of floor plans, yard plans and 
handling devices. 

Dr. O. Harry Schrader of the 
University of Washington forestry 
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school faculty reported that the first 
class of students enrolled in a re- 
fresher course for retail lumber- 
men had recently graduated. These 
30-day classes, said to be the first 
for retail lumbermen in the coun- 
try, are sponsored by the WRLA 
and the university. Two more 
classes are nearly filled. 

H. V. Simpson, executive vice 
president of the WCLA, speaking 
on “The Lumber Situation Today,” 
declared that many other building 
materials are more responsible than 
lumber for holding up the building 
program. He said the shortage in 
Seattle included rock lath, soil 
pipe, sash, nails and hardware. 

Arthur A. Hood, director of 
dealer relations for Johns-Manville 
corporation, spoke before the asso- 
ciation on the subject, “The Con- 
sumer Comes to the Lumber Yard.” 
He pointed out that prefabricators 
are certain to be an important factor 
in the coming housing market for 
two reasons: 1. They can do work 
within the factory with unskilled 
labor which would require the serv- 
ices of skilled mechanics on the 
construction site. As long as a 
shortage of skilled mechanics con- 
tinues, prefabricators will have an 
inside track. 2. With the new FHA 
ruling that one thousand dollars’ 
worth of electrical appliances can 
be included in the home sale and 
amortized over the life of the first 
mortgage, it is inevitable that 
homes of the future will be fully 
equipped, thus giving the prefabri- 
cator another advantage. 


Hood Presents Figures 


Mr. Hood emphasized that the 
Curtis Publishing company survey 
which indicated that only 5.9 per 
cent of prospective home builders 
would go to the lumber and building 
material dealer is more of an oppor- 
tunity than a danger. 

“It shows the confusion that ex- 
ists in the public mind and how 
easy it would be to capture the 
consumer traffic with a central sales 
headquarters for the local construc- 
tion industry.” 

Declaring the public relations in 
the building industry “could 
scarcely be worse,” Mr. Hood 
pointed out that local members of 
the building industry are hit even 
harder than the manufacturers be- 
cause the building industry is pri- 
marily a local industry. 

The WRLA unanimously adopted 
the platform of service for retail 
lumber dealers offered by Mr. Hood. 








Freedom to Produce Housing 


In this condensed article, H. V. 
Simpson, executive vice presi- 
dent, West Coast Lumbermen’s 
AsSociation, reveals some of the 
actual causes of the housing 
shortage as uncovered by a 
recent survey 
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A 50-house building project in Seattle, with lumber and shingles available, has been delayed 
a month by the lack of labor and other materials. 


a wee a hue and cry 
is raised about “the housing 
shortage.”’ Nine times out of ten 
“the lumber shortage” is given as 
the main restraint on home build- 
ing. Public opinion is being stirred 
up against the building industry 
and the lumber industry by the 
conservative press and politicians 
as well as by the leftists. 

Let’s get the facts on the build- 
ing situation everywhere, and pub- 
licize them. We have begun to do 
this in the producing region of the 
West Coast lumber industry. The 
West Coast Lumbermen’s Associa- 
tion went after the facts, with an 
investigator, a prominent building 
contractor, and a camera man. The 
facts were dug up and pictured and 
the Seattle press gave them a good 
play. The only weakness in the fac- 
tual story was on the labor situa- 
tion. Contractors were naturally 
reluctant to put themselves on the 
spot with the sources of control 
over their skilled labor supply. 

We were able to show, however, 
that construction on a hundred 
homes in Seattle was being held 
up by lack of rock lath—and also 
that contractors who had lath 
were unable to find hod carriers! 
Our camera man caught views of 
brick sidewalls half completed, with 
no bricklayers in sight or in pros- 
pect. 

In Portland work was halted on 
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a large project for lack of 16-penny 
framing nails. And there contrac- 
tors were standing in line for car- 
penters. 

No attempt was made to cover up 
a shortage of lumber. But we did 
show that the effort of the West 
Coast lumber industry to spread its 
product equitably among its normal 
trade, in the markets of the Mid- 
West, the East and California, was 
not the prime reason for the slow- 
ness of home building in our over- 
crowded cities of Seattle and 
Portland. 

The industry is planning and 
working to produce for its normal 
markets everywhere in the country. 
Industry leaders believe that lum- 
ber will be ready when labor and 
other materials are ready, that 
builders will be able to get plenty 
of lumber when they have all else 
that is needed. 

However, lumber faces the big 
IF that all private enterprise faces 
in planning its future. That IF is 
freedom to produce. If all of the 
industries and businesses that 
make up the home building in- 
dustry are given freedom to pro- 
duce, then all of us will know that 
we can plan and move by the old 
rule of American progress—the law 
of supply and demand. While that 
rule is inoperative, the lumber in- 
dustry, with other industries, faces 
uncertainty and confusion. 
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Store fixtures such as those illustrated above 

can be made in the well-equipped wood- 

working shop. This is another profitable 

sideline for the lumber dealer, who can sell 

the fixtures to other merchants—or use them 
in his own store. 
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SAWING OUT 


A well-equipped woodworking shop 
opens profitable new fields to the 
lumber dealer and endbles the yard 
to give better service to customers. 








This is the first in a series of 
three articles about woodworking 
shops in retail lumber yards. 
Other articles in the series will 
discuss machinery suitable for 
use in a well-equipped woodwork- 
ing shop, maintenance tips about 
proper use of saws, drills and 
sanders, safety factors in the 
shop and the extension of shop 
advantages to the building site. 








ETAIL LUMBER dealers 
throughout the country are 
coming more and more to realize 
the advantages of having a wood- 
working shop established as an in- 
tegral part of the yard layout. This 
realization usually results from a 
desire on the part of the dealer to 
serve his customers better and at 
the same time to make bigger 
profits for his company. 

If they are run efficiently and 
economically, these woodworking 
shops can be a source of steady in- 
come. Although there are many 
miscellaneous ways in which a shop 
can yield profits, two of the major 
operations are manufacturing pre- 
fab farm buildings and pre-cutting 
lumber for houses. Lumber deal- 
ers serving rural areas will prob- 
ably be in a position to handle both 
of these operations in their wood- 
working shops. Those dealers 
whose yards are located in or near 
the larger metropolitan areas may 
find it more profitable to stress only 
one of these two alternatives. This 
would could then be augmented 
with various miscellaneous activi- 
ties carried on in the woodwork- 
ing shop such as the making of un- 
painted furniture, wood fences and 
flower boxes, or even the manufac- 
ture of attractive furnishings such 
as display tables, shelving arrange- 
ments and floor counters, for sale 
to other merchants—or to be used 
in the lumber dealer’s own store. 


Prior to Pearl Harbor and dur- 


ing the war years America’s farm- 
ers saw their major need was for 
new and improved farm equipment 
if the battle for production was go- 
ing to be won. Thousands of farm 
buildings were constructed during 
the period between 1941 and 1943, 
but there have been an insufficient 
number built since 1944. Now, 
however, there is a great backlog 
of demand, the farmer’s dollar is 
about ready to be spent on new and 
better farm buildings and, where 
reconditioning will pay, old farm 
structures will be modernized. 
Farmers today realize they need 
better farm buildings but many 
other items are going to compete 
strongly for his rebuilding money. 
He wants such things as furniture, 
electrical service and equipment, 
heating and plumbing, radios and 
automobiles. In order to meet this 
kind of competition, each one bid- 
ding strongly for the farmer’s pur- 
chasing power, the modern wood- 
working shop can fulfill one of its 
primary functions —the construc- 
tion of prefab farm buildings. They 
are a direct means of affording 
greater profits to the dealer. 
Retail lumber dealers say they 
are receiving an ever increasing 
flow of requests from farmers for 
“whole buildings” instead of just 
so many feet of lumber and a cer- 
tain amount and kind of building 
materials. The farmer who wants 
better buildings is far more inter- 
ested in packages of construction 
service offered by his local retail 
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jumber yard than in merely an ac- 
cumulation of lumber, roofing and 
millwork items. He wants these 
buildings to be good looking and 
permanent. 


Show Him What You Have 


Translating this program into 
action, many enterprising retail 
lumber yards catering to rural 
areas are picking up where they 
left off in 1943 and 1944 and are 
once again selling complete brood- 
er-house or hog-house units direct 
to the farm customer. Many of 
these direct sales were transacted 
as a result of newspaper advertise- 
ments or direct mail announce- 
ments inviting the public to inspect 
full-sized model prefab farm build- 
ings that were sawed and assem- 
bled in the yard’s woodworking 
shop. These buildings were then 
suitably displayed right in the lum- 
ber yard, thus bringing additional 
customer traffic through the store. 

This is essentially what J. D. 
Mercer, president of the Mercer 
Lumber Company, Evanston, IIL, 
intends to do this summer when 
his woodworking shop expects to 
resume the manufacture of small 
poultry houses providing adequate 
lumber and building materials are 
again available. 

Retail lumber dealers, particu- 
larly those throughout the mid- 
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EXTRA DOLLARS IN THE SHOP 
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Above: Two examples of the portable farm 
buildings which play a highly important role 
in’ modern agriculture. Today's farmers 
haven’‘t time to build these themselves, would 
prefer ordering them as a “complete pack- 
age” at the lumber yard. Here is a profit- 
able source of income in the woodworking 
shop—it enables the dealer to sell construc- 
tion packages instead of just so much ma- 
terial. 


Left: The radial saw is excellent for ripping. 
Many safety features such as an automati- 
cally locking finder when blade is parallel to 
guide make rip sawing in the shop safe and 
easy. 





Photos with this article courtesy of 
Equipment Engineering company, Por- 
ter Cable Machine company, Douglas 
Fir Plywood association and DeWalt 
Products corporation. 





45 




















The radial saw is great for plowing. This 
operation is useful in fabricating porch rails, 


door frames and hundreds of other items. 


west farm belt, realize they are well 
situated to build up sales volume if 
they have a woodworking shop in 
active operation as an integral part 
of the yard. Many of the yards 
which had formerly decided to 
crowd out the space once devoted 
to a woodworking shop are now 
doing plenty of reconsidering. In 
many instances, the projected mod- 
ernization of yard plans is making 
a definite provision for a large and 
fully equipped woodworking shop 
with plenty of emphasis on the 
making of prefab farm buildings 
and precutting lumber for houses. 
Many retail lumber dealers serv- 
ing rural areas believe by next June 
or July there will be a tremendous 
upswing in the construction of such 
vitally needed farm buildings as 
self-feeders for hogs, electric hog 
brooders, individual hog houses 
(single and double pen), cattle feed 
bunks and, their companion build- 
ing, self-feeding hay racks and 
portable hay feeding racks, lamb 
brooders and portable feed bins. 
According to the Douglas Fir 
Plywood association, it has been 
estimated that at least half of the 
six million farms in the United 
States can “profitably use” one or 
more of these prefab structures. 


Prefab Farm Building Profits 


The profit possibilities of an ef- 
ficiently run and equipped wood- 
working shop can well be seen in an 
analysis of material and labor costs 
of an average farm building such 
as, for example, self feeders for 
hogs. Retail price on a building 
such as this varies, of course, from 
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region to region but let’s assume 
this particular self hog feeder re- 
tails for $35. At such a retail price 
the small lumber yard could, 
through its wood-working shop, 
build and market 40 of them every 
year for a gross profit of from $700 
to $800. An analysis of the self 
hog feeders shows where the net 
profit is: 


ng OE or a $16.00 
Galvanized iron ............ 1.08 
I fi eee ekg fie eae 1.44 
EE oe aie Bal aie ian ds Seed S 30 
SRE Ne Ree pen an Peg 60 





St avas cvekaaneaeaen $19.42 


This same material if sold sep- 
arately, not prefabbed into a hog 
feeder, would retail as follows: 


EY co ¢incumaiee oe bee $20.80 
Galvanized iron ............ 1.68 
II nS shots nhl Wari w AL den 2.36 
Ghote oka as ay ae 40 
i bchiks ahead aaaw wow cin 1.00 





Retail, or a net profit of $6.82 
on the material that goes 
into the hog feeder....... $26.24 


If it costs the lumber dealer $5 
to fabricate a hog feeder in his 
shop and this labor cost is added 
to the retail price of the material, 
$26.24—-which equals $31.24—and 
subtracted from the sales price of 
the hog feeder, $35, there is a net 
profit on labor, per hog feeder, of 
$3.76. 

On the average sale of 40 hog 
feeders per year, the sale of $776.80 
worth of merchandise retailing at 
$1,049.60, which due to fabrication 
and labor sells for $1,400, brings 
a net profit of $423.20 on hog feed- 
ers alone. All figures used here 
are for illustrative purposes only, 
actual costs would vary consider- 
ably according to type of feeder 





Tongue and groove is a quick, easy set up 

with a dado head attached to the saw. The 

tongue is made the desired thickness by us- 
ing a spacer between the cufters. 


built and material costs in the 
region. 

A second highly important source 
of revenue from the retail lumber 
yard’s woodworking shop is that of 
precutting lumber to suit the par- 
ticular needs of a specific home 
construction job. When this type 
of work is handled in the wood- 
working shop there is almost cer- 
tain to be a large saving in man- 
hours on the building site, a saving 
in the quantity of building ma- 
terials needed and an overall speed- 
ing up of the actual construction 
process. 

This can be best illustrated if, 
for example, the radial saw in the 
wood-working shop is used for cut- 
ting rafters. During this type of 
shop pre-cutting, as many as eight 
rafters can be cut at one time. This 
job, which can be done rapidly and 
accurately, eliminates the need for 
hand cutting at the building site. 

An even greater percentage of 
building efficiency could, of course, 
be attained if this precutting were 
done for multiple construction of 
homes designed for rapid construc- 
tion in a single subdivision. A pro- 
jected 44-unit single-story project, 
for example, would require from 
60,000 to 80,000 board feet of lum- 
ber. Of this total, the necessary 
framing could be pre-cut at very 
little extra cost above what would 
ordinarily be paid the retail lumber 
dealers for regular stock lengths. 


Semi-packaged Construction 
Such a plan would involve the re- 
tail lumber dealer’s woodworking 
shop supplying all the wall and par- 
tition materials, except the plates, 
pre-cut to exact lengths, marked 
and bundled, ready for immediate 

erection at the building site. 
A study made on building opera- 
tions in 1989 showed an indicated 
saving in construction costs of 





The saw handles dadoing easily. This kind 
of flexibility makes for efficient and profit- 
able operation of the woodworking shop. 
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more than $10 per thousand board 
feet of wall and partition framing, 
or approximately $30 per house, 
not taking into account reduced 
overhead. The total savings were 
figured to amount to at least $50 
per house. These studies on the 
building job also indicated a sav- 
ing of more than 10 man-hours per 
1,000 board feet of framing lumber 
used. This study revealed only 
part of the story, and it is evident 
that complete utilization of pre- 
cutting advantages will result in 
substantially greater savings. 

This means that from the stand- 
point of the home owner there is a 
distinct saving made through the 
use of pre-cut framing. And this 
is in spite of the small cost the 
dealer must add to the price of the 
lumber for the precutting done. 

Another instance in which there 
is mutual advantage to both the 
customer and the retail dealer is 
during periods of lumber shortages 
the woodworking shop can re-saw 
dimension lumber to fit the specific 
needs of the customer’s house under 
construction. If the continuation 
of this building is dependent upon 
an additional supply of, for ex- 
ample, 2x4s, the woodworking shop 
could quickly and easily correct this 
shortage by cutting larger stock to 
the prescribed new size. 


Miscellaneous Activities 


Much of the lumber used in the 
fabrication of small farm units is 
scrap, or odds and ends —lumber 
that is often wasted. The labor is 
often that of employees who might 
have little to do during slack peri- 
ods if woodworking equipment 
were not available for making use- 
ful items out of scrap material. 

These various items are, of 
course, highly divergent but they 
can be made to be highly profitable 
in an efficient woodworking shop. 
These include garden and unpainted 


furniture, arbors, pergolas, trel-- 


lises, garden stakes, flower boxes, 
garage doors, work benches and 
kits of pre-cut lumber for the cus- 
tomer to build these items himself. 

Sales promotion in the yard’s 
store can be built up effectively 
with the replacement of old and ob- 
solete store furnishings with mod- 
ern display tables, attractive shelv- 
ing arrangements and new floor 
counters of eye-pleasing design. All 
of these and many more can be 
built in the woodworking shop, add 
greatly to the appearance of the 
Store and do much to increase over- 
the-counter sales. Frequently the 
other retail merchants in the com- 
munity will constitute a good mar- 
ket for such store fixtures. 
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Rafter cutting is another “all-in-the-day’s work” assignment for the woodworking shop's radial 
saw. Eight rafters can easily be cut at once — so it is obvious that precutting lumber speeds 





A portable electric saw is a handy, versatile tool. 
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home construction. 


It can be taken directly into the yard to 
t use in the woodworking shop or at the building site. 
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Manager Roy Dennis showing the store's bet- 
ter grades of wall paper. 


ELPING FARMERS in his ter- 

ritory to become more pros- 
perous through the raising of fur 
rabbits and turkeys is providing 
steadily growing volume in build- 
ing supplies of all kinds for the 
Adams Lumber company, Conway, 
Ark. 

This sunny, clean and attractive 
lumber and materials store, owned 
by B. G. Adams, is promoting ma- 
terials for rabbit hutches and tur- 
key houses and pens, the individual 
bills usually running from $100 to 
$300. 

That is pretty good extra volume 
for any dealer, yet it doesn’t end 
the story. Manager Roy Den- 
nis said when a cotton farmer once 
starts to diversify, he immediately 
thinks about improving the home. 
Cotton farming requires the help 
of the entire family for at least 
half of the year. The home is neg- 
lected. But when activities such as 
turkey-raising or fur rabbit rais- 
ing are taken up, the home instead 
of the fields becomes most impor- 
tant to the farmer and his family. 

Farmers who buy rough lumber, 
wire netting and paint for hutches 
and pens are good prospects for 
wall board, composition roofing, 
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Former cotton farmers who are now raising 
fur rabbits and turkeys are buying electrica/ 
home appliances with extra profits. 


Providing farmers today with 

materials and plans for suc- 

cessfully raising rabbits and 

turkeys, results in prospects 

tomorrow for home building 

materials and home appili- 
ances. 


Successful Farmers Want 
Home Improvements 


screen netting, paint, and electri- 
cal appliances. 

Conway, situated in the foothills 
of the Ozark mountains, is fast 
becoming the center of an im- 
portant fur rabbit and turkey sec- 
tion. Rabbit wool, selling at $15 
a pound and turkeys bringing 50 
cents a pound, are turning former 
cotton hill farmers into prosperous 
business men who want painted 
houses, good roofs and electrical 
appliances. The Adams Lumber 
company is concentrating all future 
plans around helping the farmers 
to have better homes. 

Most rabbit and turkey raisers 
want to build their own hutches 
and houses. The company is co- 
operating by supplying plans and 
sketches for shelters, as well as 
all the needed materials. 

If a farmer who knows little 
about his new proposed venture 
comes into the lumber store for 
information, he is urged to see the 
county agricultural agent and is 
sometimes given the names of the 
most successful rabbit or turkey 
raisers in the territory. 

The Adams Lumber company is 
now planning to accumulate print- 
ed information on both rabbit and 





B. G. Adams, owner of the Adams Lumber 
Company. 


turkey raising, which will be made 
available to its customers. 

Profits from both fur rabbits and 
turkeys come fast. Within a few 
months after selling the farmer 
materials for housing, the com- 
pany considers that farmer a pros- 
pect for building materials and 
home appliances. 

In the last few months, the re- 
sult of more money in the pockets 
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of farmers is being demonstrated 
by the demand for higher-priced 
wall papers. The company finds 
that it pays to show an assortment 
of better wall papers, and to dis- 
play wall paper attractively. The 
rear of the store has been turned 
into a wall paper display section, 
with the various patterns shown in 
squares on a large panel of wall 
board, the whole unified with a bor- 
der running across the top. 

It is an interesting note that 
the cheaper wall paper, shown in 
another part of the _ store, is 
steadily losing popularity with cus- 
tomers. 

Farmers also want the _ best 
paints. Because most of them do 
their own painting, they want their 
paint jobs to be long lasting. One 
side of the store is devoted to 
paints displayed on _ well-lighted 
shelves. 

The front of the store has been 
turned into display space for elec- 
tric refrigerators, ranges, attic 
fans, and radios. The prospect list 
of farmers is steadily growing. 
Many of them have had electricity 
installed, and are now waiting to 
buy appliances. 

After electrical appliances and 
searce building materials become 
more plentiful, outside salesmen 
will be employed. Instead of sell- 
ing the farmer only a refrigerator 
or a new range, these men will pro- 
mote complete kitchen moderniza- 
tion, to include kitchen cabinets, 
new flooring and complete redecora- 
tion. 

The store provides comfortable 
quarters for farmers to use as 
headquarters when they come to 
town to shop. In cold weather there 
is a large stove with chairs 
grouped about, and in the sum- 
mer the stove is replaced by an 
attic fan. 

Sometimes when a community 
bus unloads its passengers in Con- 
way, every one of them heads to- 
ward the Adams Lumber company. 

The farmer of the immediate 
future is going to be a good pros- 
pect for the complete home-in-a- 
package, said Manager Dennis. 
Sons who are back from the war 
are building homes on family land. 
The older farmers who are making 
more money now with their diversi- 
fied operations are also planning 
to rebuild. 

“Helping the farmer to achieve 
a better home is a pleasant, profit- 
able activity for any materials 
dealer,” concluded Mr. Dennis. 
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Homes of Tomorrow ? 


nn 


OURING THE COUNTRY are 
16 examples of the Ladies 
Home Journal’s idea for the home 
of tomorrow, as yet in the model 
stage. Two of these modern de- 
signs are pictured here. The maga- 
zine is attempting to show that by 
using new materials and mass pro- 
duction of panels (prefabrication) 
the average American family can 
obtain better living for less money. 
All homes shown follow the trends 
toward extensive use of glass, util- 
ity rooms rather than basements 
and making use of natural outdoor 
beauty for interior decoration. 
But three questions remain to be 
answered. Will the public accept 
these new styles? Will prefabrica- 
tion reach the stage where it ma- 
terially reduces costs? Will there 




















ig eG we 


T | 
SSSeR' 


os 





























This house illustrates style through structure 
rather than through the use of applied dec- 
oration. 


be new materials which will reduce 
costs ? 

It appears that unless these three 
questions can be answered in the 
affirmative, such homes will remain 
in the model stage. 


This home is heated in the winter by the sun coming through the glass areas and cooled in 
the summer by a layer of water on the roof. 




































































Ealse Ideas About Housing Shortage 


Dealer ads, which can also be used as publicity 
releases, are offered the industry by NRLDA 





Lets Stop Loaking 
for Magic Tricks - 


= THINK STRAIGHT on this matter and stop 


knocking ourselves out looking for magic formulas. 
Hysteria can’t build homes. 


What this country needs is not a fancy new way of build- 
ing homes but the MATERIALS TO BUILD THEM WITH! 


That's a hard cold FACT and let's quit kidding ourselves 
and get at the TRUTH about the situation. 


Mr. Wilson Wyatt, the National Housing Administrator, 
proposes to create (with Government subsidies at huge tax- 
payer's expense) a new and relatively untried machine 
method of constructing houses. But this still is NOT the solu- 
tion. 


YOU CAN HAVE YOUR HOMES—all you want and the 
kind you want—if the Government will just eliminate the 
mass of red tape and break the bottle neck in the supply of 
MATERIALS. 


The Building Trades and Industries right now are organ- 
ized, experienced, and ready to DO THE JOB—but they are 
standing around empty handed—without materials to work 
with. 


GET MATERIALS FLOWING, and the building trades 
will start your houses tomorrow. And they'll give you better 
homes, better constructed—not shacks and shells from a pro- 
duction line ground out in the name of housing. We don’t 
think « cracker box is the veteran's idea of a home. 







GIVE US MATERIALS 


That's the Key to the whole situation! 
} Why pile ERROR on ERROR—Experiment on Experiment ? ? ? f 





The Building Trades and Industries are Organized and READY TO GO! 
They Will Produce More Homes FASTER and do a BETTER JOB 
-/f you Give Them the MATERIALS to WORK with 





As far back as 1925 the building industry of this coun- 
try built 937,000 good homes in addition to $5,000,000,000 
industrial construction which was the equivalent of 900,000 
more homes. They could go well past the million mark with 
today’s experience if they were given the materials so desper- 
ately needed. And these homes would be built long before 
any plicated production-line program could be organ- 
ized, planned and gotten under way. And all this can be done 
without new Government subsidies at taxpayer's expense. 





Let's remember, too, that not even a dubious and vision- 
ary producti line prog can build houses without 
materials. Why take the long way around? Why wait endless 
months for another questionable expedient? Why not short- 
cut this problem and get ials to an experi d building 
trade which is waiting RIGHT NOW to go to work without 
experimenting, fumbling or false starts? 








The building industry—carpenters, bricklayers, stone 
masons, plasterers, and the vast system of manufacturers and 
suppliers<—is the second largest industry in the country, em- 
ploying 6,000,000 people. Let's be very careful before we 
sidetrack this vital phase of employment and throw the coun- 
try’s economic machinery out of balance for years. 


Let's doctor the CAUSE of our present trouble, instead 
of wasting time treating symptoms. The cause is SHORTAGE 
OF MATERIALS. Get action on that and our present well- 
established trades.and industry will ston put an end to the 
housing shortage. 








(Insert here names of perticipeting citizens, trades and businesses) 
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Ys HE MUCH-MALIGNED build- 

ing industry has been blasted 
by propagandists, heckled by news- 
papers and magazines, attacked by 
bureaucrats until its public rela- 
tions could hardly be at lower ebb. 
The public seems to believe that the 
industry is responsible for the cur- 
rent housing crisis. Since the pub- 
lic is suffering acutely from the 
shortage of homes it is evident that 
this accusation, whether implied or 
stated, is a serious one. 

As key factors in the building in- 
dustry, lumber and material deal- 
ers have resented this situation. 
For some time, however, they made 
no particular effort to present their 
side of the story. Then individual 
dealers began to speak up. Paid 
advertisements appeared in _ local 
newspapers to tell the public the 
truth. Dealers began to speak be- 
fore local clubs, and tried in other 
ways to disseminate facts to pros- 
pective home owners disappointed 
by delays in construction. 

An article on page 30 of the 
March 2 issue of AMERICAN LUM- 
BERMAN discussed this subject and 
told how dealers had used AMERI- 
CAN LUMBERMAN editorials as copy 
for newspaper ads. That article 
stated that the editors were pre- 
paring ads and publicity releases 
for dealers. In view of recent de- 
velopments, however, it has been 
decided to defer these for the time 
being. 

The National Retail Lumber 
Dealers Association has prepared a 
number of good ads with the right 
approach. They represent a con- 
certed and cooperative association 
effort to take the truth to the pub- 
lic, and the editors feel that retail- 
ers should give this material wide 
circulation. 

Lumber dealers should urge the 
editors of their local papers to 
adapt the material in these ads for 
articles. Perhaps in that way it 
will carry more weight. But tak- 
ing paid space to publish the ads 
is also an effective way to present 
the facts to the public. 
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THE TRUTH 


ABOUT HOME BUILDING 
in 1946 
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IT’S TIME VETERANS AND ALL CITI- 
ZENS WERE TOLD THE TRUTH ABOUT 
THE HOME BUILDING SITUATION. 

The main bottleneck to home construction is pro- 
duction of materials and equipment. 

No legislati Presidential t, gov-" 
ernment control plan, or system can produce a 
single additional home until production of materials 
is 8) Pp. 





Lumber Dealers and the Building Industry are 
ee to build homes for veterans and al! citizens 
who need them. The reason few homes are being 
built is because materials are not being produced. 


WHY? 


, Governed by OPA’s war-time pricing formu- 
las, it is still more profitable for lumber mills 
to make items for export—and the items for- 
merly required for war use, than it is to 
make lumber usable in Home Construction. 

2. OPA’s war-time pricing formulas are still 

keeping thousands of small mills out of pro- 

duction. 

OPA's enforcement policies have allowed the 

creation of a large black market in lumber 

which is moving outside of regular channels 
of trade. 


_ 


“ 


4, OPA's slowness in adjusting mil! ceiling 
prices on hardwood ——— siding, — work 


and plywood has contributed to ifficul- 
ties mills are having in re necessary 
manpower. 


With 400 brick and tile plants closed, it took 6 
months for OPA to adjust prices. Now an additional 
125 plants have opened and production is up 35%. 


Clay sewer pipe, cast iron soil pipe and Gypsum 
board manufacturers have experienced a similar 
OPA delay in the granting of price adjustments 
to make increased production possible. 


No amount of juggling with an insufficient supply 
will produce a single home more than can be built 
with material available. 


The OPA can hardly hold present price ceilings 
when it has no control over volume of employment, 
labor wage rates, cashing of government , ai 
rege or credit expansion—BUT THE OPA 

AN ACT AS AB ONVERSION 
BY CLINGING TO UNREALISTIC WARTIME 
PRICE CEILINGS. 


Unblock the production of materials caused by 
unrealistic wartime price controls and the building 
industry will build enough homes for veterans and 
all Americans! 


__ Any government program thet does not FIRST remove the 


Is will simply add oddi- 





o| 
= difficulties to the problem facing the building industry. 
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NATIONAL RETAIL LUMBER DEALERS ASSOCIATION 


In the confusion created about the shortage of 
homes in America, one point stands out clearly: 


YOU CAN’T BUILD HOMES WITHOUT 
MATERIALS! 


Lumber and building material dealers and con- 
tractors obviously have a vital interest in obtaining 
materials for home building. 


They report, nevertheless, that such materials are 
not flowing through the yards; that they have not 
been able to get them. Therefore, the Government’s 
HH priorities offered to enable veterans and others 
to obtain homes, are simply home hunting licenses 
—for materials in quantity are not available. 


As long as OPA continues its wartime control 
policy rather than a policy of adjustment to aid 
reconversion, it will neither be able to prevent an 
inflation or a deflation ; it will only be able to pre- 
vent by di P jon of 
needed home building items. 


Hére, for example, is an instance of OPA action 
that has resulted in increased production. After 6 
months’ delay, OPA granted a 4% to 10% price ad- 
justment that allowed 125 of 400 closed brick and 
tile plants to reopen. This price adjustment allowed 
these plants and 400 others that had been operating, 
to hire needed labor. As a result, in the next quar- 
ter production rose 35% 


But in hardwood flooring, siding, plywood, mill- 
work, and construction lumber, OPA clings to its 
wartime formulas. Instead, OPA follows the un- 
realistic policy of allowing premium prices to mills 
for producing lumber for such things as export to 
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Let's Face the Facts 
About HOME BUILDING 


foreign countries, and for items that were needed 
in wartime industry. 


Today’s question is not essentially one of price 
control—if there were plenty of homes, no price 
controls would be necessary. The important ques- 
tion is one of production and manpower. 


So far, OPA and Government officialdom in gen- 
eral have contented themselves with controls, allo- 
cations and priority systems which at best can do 
nothing but juggle an insufficient supply of building 
materials—and at worst, delay and retard produc- 
tion and the employment of manpower. 


Homes will not be builf in the United States 
unless the Building Industry builds them. Whether 
they are labeled “Public Housing’ or “Private 
Homes,” the same materials, the same labor, the 
same building industry will build them. 


Production can be un-blocked by the removal or 
adjustment of OPA'’s wartime policies. But such a 
realistic approach cannot be attained as long as 
Government action is based on a philosophy of lack 
rather than a philosophy of abundant supply for 
peacetime prosperity. 

The lumber dealers, builders and contractors stand 
ready to build or rebuild America. But it is up to 
the people to demand that the way be cleared for 
the production of materials for homes. 


Any government program that does not 
FIRST remove the obstacles blocking produc- 
tion of materials will simply add additional 
difficulties to the problem facing the building 





industry. 
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There are plenty of trees, plenty of lumber 
mills, but very little lumber for Home Build- 
ing. WHY? 


Here are the simple facts behind the lumber 
shortage—these facts are stopping Home Building: 


1, Over 50% of our lumber was once cut by small 
mills. Thousands of these mills were put out of 
business during the war by OPA ceiling prices. 
OPA still clings to wartime policies and these 
mills are still out of business. 


2. OPA's blind “hold the line” policies, plus lack 
of enforcement, have led to the development of 
& huge Black Market in lumber. “Black Market” 
lumber is lumber that costs the people more 
money than they would pay if lumber were flow- 
ing to them through the normal channels of dis- 
tribution—the retail lumber dealer 


wa 


. Wartime ceiling prices made it profitable for 
the lumber manufacturer to cut sizes of lumber 
suitable for war uses, but not suitable for home 
construction. As OPA continues this unrealistic 
policy, manufacturers continue to cut lumber 
sizes which are unsuitable for home construc- 
tion. In some cases premium prices granted by 
OPA encouraged production of lumber not usable 
for Home Building. Proper peacetime adjust- 
ments have not yet been made to encourage pro- 
duction of home construction lumber such as 
flooring, ceiling, siding, millwork, plywood—all 
essential items in home construction. This situ- 
ation affects all lumber production. 


Local Lumber 
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: TELL YOUR CUSTOMERS THE TRUTH ABOUT HOME 
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Why Don't We Have Lumber 
FOR HOME BUILDING? 


x * * 


4, The manufacturers of lumber have been provided 
with a hidden premium on export lumber. The 
OPA has made it more profitable to produce 
lumber for export to foreign countries than to 
produce lumber for home construction. 


These are merely examples from the lumber field 
which indicate the type of OPA action that is block- 
ing the production of home building materials in 
many fields. 


The fact remains that homes cannot be built by 
any industry or Government agency without ma- 
terials. 


Homes cannot be built without lumber—whether 
that home be wood frame, brick, concrete, or stone. 

The lumber and building material dealers, and 
the contractors of the nation can build all the homes 
needed—if they have the materials. But the flow 
of materials must be unblocked. Only 
production of building materials can pA the so- 
called housing problem and the unrealistic pricing 
policy of OPA is the biggest present block to in- 
creased production! 





x* *« # 


Any government program that does not 
FIRST remove the obstacles blocking produc- 
tion of meterials will simply edd additional 
difficulties to the problem facing the build- 
ing industry. 





Right now the home you want to build is in 
the tree, the iron ore pits, the clay bonks and 
the quarry. 

Legislation, HH priori Ih f 
ratings, will not build a home. Neither will such 
legal juggling of a meagre supply of materials pro- 
duce building materials. An HH priority may mean 
little more than a license to hunt home-building 
materials. 

Lumber and building material dealers and con- 
tractors can build all the homes America needs—if 
building materials are available. But unless pro- 
duction of materials is unblocked, no one can build 
homes. Whether a house is labeled “Public Housing” 
or “Prefabricated Housing” or a “Privately Built 
Home”—all are bidding for the same supply of 
materials. 

Here are the materials that must be pro- 
duced. These are the materials in short sup- 
ply which ore subject to distribution controls 
through priorities: 





Lumber Common Brick 
Concrete Block Millwork 

Clay Sewer Pipe Foce Brick 
Structural Clay Tile Gypsum Board 
Cost Iron Soil Pipe Gypsum Leth 
Cest Iron Rediction Beth Tubs 


What has happened that all these essential build- 
ing materials are lacking? Have we exhausted raw 
material supply? Or plant production? 


* cttoiog Backing 


Where Is Your 
New Home Now? 


NO! But the irresistible force of industry has 
run into an immoveable body! 


In the case of Brick and Tile, for example, it took 
the OPA six months to grant a price adjustment 
that allowed 125 of 400 closed plants to reopen. 
This action resulted in a 35% increase in produc- 
tion within the following three months. 

Similarly, OPA’s pricing policies 
blocked adequate production of Gypsum board and 
lath, cast iron soil pipe, and clay sewer pipe for 
months. 

Although price adjustments have been granted 
in the above-mentioned fields, lumber production 
still remains under wartime pricing formulas. 

It is still more profitable for the lumber mill to 
cut items for export to foreign countries, or to cut 
logs into sizes used by industry than it is to manu- 
facture lumber for home construction. Premium 
prices for industrial items have been granted in 
some instances during the war, but now that peace 
has come, price adjustments encouraging home con- ( 
struction lumber have not been made by OPA. 

Price adjustments are needed to obtain maximum 
production of hardwood flooring, millwork, ceiling, 
siding, and plywood. 

Recommendations have been made to the OPA 
repeatedly, but action is not forthcoming. 
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The advertisements reproduced on these pages were prepared by 
the National Retail Lumber Dealers Association for retailers to use 
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in presenting the true facts of the housing shortage to the public 












Emergency Housing Program 


Debated Before NAHB 


ILL BUILDERS build them- 

selves out of a market by 
producing 2,450,000 permanent 
homes in the next two years? 

“Emphatically, no,” stated Wil- 
son Wyatt, housing czar, at the an- 
nual convention of the National As- 
sociation of Home Builders, in Chi_ 
cago, Feb. 25-28. 

“If we succeed in starting 2,450,- 
000 new houses—and I am sure we 
will—doubling up and over-crowd- 
ing will be heavier at the end of 
1947 than at the start of demobili- 
zation in October, 1945.” 

In discussing his emergency 
housing plan before the nation’s 
builders, Wyatt told them they face 
an unprecedented opportunity “to 
open up the largest sustained vol- 
ume of home construction in the 
history of this or any other coun- 
try—to build an industry that will 
set the pace for American produc- 
tion and employment. .. The role 
of the private housebuilding indus- 
try is at the core of the entire vet- 
erans emergency housing prog- 
ram.” 

In addition to explaining the 
points of the Patman bill (at that 
time still to be voted on in Con- 
gress), he urged passage of the 
Wagner-Ellender-Taft bill. 

The previous day, Feb. 26, Frank 
W. Certright, executive vice pres- 
ident of the association, stressed 
the important part America is to 
play in world trends in the next 
few years and stated, “For the ma- 
chinery of government to move 
ahead there must be sense of direc- 
tion—we are being reformed and 
controlled in every direction—but 
are not moving in any. 

“During the war period this in- 
dustry willingly accepted bureau- 
cratic controls essential to winning 
the war. Promises of release of 
those controls were kept belatedly 
on Oct. 15 when L-41 was lifted. 
However, the heavy hand of gov- 
ernment was again placed upon us 
after only 90 days of freedom. In 
a wave of hysterical action unprece- 
dented in my experience in Wash- 
ington, we were reshackled for an- 
other two full years. As we survey 
the possibilities of escaping from 
the permanent enslavement pro- 
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Housing Czar Wilson Wyatt explains his program to critical 
ears at National Association of Home Builders convention. 





Joseph Meyerhoft 


posed by the socialistic Wagner- 
Ellender-Taft bill, I admit to a 
deep sense of fear. Should anyone 
view this bill and the trend to per- 
manent bureaucratic control of our 
operations with complacency, let me 
remind you of Senator Borah’s 
statement: ‘Of all forms of govern- 
ment which have been permitted to 
torture the human family the most 
burdensome, the most expensive, 
the most demoralizing, the most 
devastating to human happiness, 
and the most destructive of human 
values is a bureaucracy. It has de- 
stroyed every civilization upon 
which it has fastened itself.’ 

“Fortunately for us the antidote 
for bureaucracy lies with our Con- 
gress. It is here that the powers 
of administration are granted and 
withdrawn. It is here that the voice 
of the people must be heard. It is 
from here that freedom and relief 
must come.” 

John D. Small, administrator, 
Civilian Production administration, 
stated before the group, “The tre- 
mendous size of the Veterans’ 
Emergency Housing program plus 
the other essential and non-de- 
ferrable construction that must go 
forward at~the same time empha- 
sizes the extraordinary need of 
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Frank W. Certright 


teamwork ... of the government 
. of the Congress, of producers 
of building materials, of yourselves 
as home builders and of the com- 
munities. You will look to the 
Civilian Production Administration 
as the responsible agency to help 
get the production of building ma- 
terials needed for this tremendous 
program. .. The country in turn 
will look to you builders to take 
these materials and start this year 
the creation of 1,200,000 homes.” 

Other speakers at the convention 
were Raymond M. Foley, commis- 
sioner, Federal Housing adminis- 
tration; Arthur Binns, president, 
National Real Estate foundation; 
and Andrew Higgins, New Orleans, 
La. In addition there were forums 
on materials, labor, financing, new 
ideas in home building and what 
home buyers want. 

Highlighting the convention was 
an exhibition covering a wide va- 
riety of building materials and new 
construction methods. 

Officers elected for the coming 
year are Joseph Meyerhoff, Balti- 
more, president; Ben Wileman, 
Oklahoma City, vice president; 
George Goudreau, Cleveland, secre- 
tary, and Milton Brock, Los An- 
geles, treasurer. 




















One of the few such 


installations, 


this 


Pennsylvania home proves radiant heating can ™& 


be adapted to conventional floor construction. 


Wrought iron radiant heating pipes are sus- 

pended from 2x8 inch joists. This is one of the 

few such heating systems installed beneath 
an all-wood floor. 





Radiant Heat Under Hardwood Floor 


OW A FLOOR-TYPE radiant 

heating system can be in- 
stalled under a conventional hard- 
wood floor is illustrated at a re- 
cently completed residence in Coop- 
erstown, Pa. 

The owner reports the system has 
operated effectively during this 
winter’s heating season and main- 
tained maximum comfort even dur- 
ing an unusually cold spell when 
the temperature dropped to 12 de- 
grees below zero. 

The system was designed by P. A. 
Edwards, G. F. Higgins Heating 
company, Pittsburgh. 

In calculating the quantity of 
pipe necessary to maintain design 
temperature, Mr. Edwards em- 
ployed a heat transfer coefficient of 





Living room of the residence is heated by a 
wrought iron radiant heating pipe grid under 
the hardwood floor. 





1.75, just half of the coefficient 
generally used for systems installed 
in concrete floor slabs. 

Wrought iron pipes for the ra- 
diant system were hung from 2x8 
inch joists on which conventional 
sub-flooring and hardwood finish 
flooring had been installed. 

After the pipe had been posi- 
tioned, two-by-fours were nailed on 
edge to the bottom of the joists, 
between the pipes. Other two-by- 
fours were then fastened flat to the 
bottom edges to form sleepers. This 
left an air space of 12 inches be- 
tween the sub-flooring and the 
sleepers. 

A layer of aluminum-coated in- 
sulating paper was tacked on top 
of the sleepers and another layer 
of the same material was placed on 
the bottom, creating a two inch air 
space between the insulation paper. 
Finally, 34 inch semi-rigid insula- 
tion board was nailed to the under- 
side of the sleepers in direct con- 
tact with the aluminum-coated 
paper. This formed a solid ceiling 
for the basement. 

A hand-fired coal boiler is used 
to heat water for the system. Mean 
water temperature employed is 140 
degrees. 

Circulation of hot water through 
the one inch and 1% inch pipe 
grids and sinuous coils is insured 
by a small pump on the return 
main. Pump action is regulated by 
an ordinary room-air thermostat. 

Comfort conditions in the indi- 
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vidual rooms of the house are regu- 
lated by balance cocks on supply 
lines leading to the heating units 
under the floor of each room. 

The radiant heating element 
under the living room floor is a 
grid, with 14% inch header pipes 
and 114 inch grid pipes spaced on 
11 inch centers. There is a similar 
arrangement for the first floor bed- 
room. Sinuous coil elements are 
used for the kitchen and other 
rooms. The supply main is run 
around the outside perimeter of the 
house so that the floor areas near- 
est the exterior walls will have the 
benefit of the hottest water. The 
return main is positioned so it heats 
the hallways. 





Semi-rigid insulation board forms basement 
ceiling and hides radiant heating pipes. Heat 
is provided by the pipes for the basement. 
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Another photographic bit of evidence that clay pipe stays on the job a mighty long time is 
this photo of jar pattern clay pipe used as part of a house sewer system 2100 years ago, un- 
covered in the ruins of Parthia. 


Clay Pipe Plentiful (5000 Years Ago ) 


HILE THE PEOPLES of 

the ancient world did not 
have such “improvements” as the 
atomic bomb, radar that hits the 
moon and airplanes that swish 
from coast to coast in a matter of 
minutes, nevertheless they did pos- 
sess some of the basic necessities 
that are mighty scarce today. 

Among these, surprisingly 
enough, was clay pipe. 

Away back in 4500 B. C.—6400 
years ago — the necessity for sani- 
tation was already beginning to be 
recognized. Excavations at Nip- 
pur, one of Babylonia’s ancient 
cities, have revealed clay pipe 


This clay pipe—a forerunner of today’s highly 

improved product—was used as a house 

sewer in 3100 B. C. in Babylonia, and still in 

usable condition when unearthed a few years 
ago. 
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drains with “T” fittings laid in an 
arched aqueduct of bricks. 

The pipes appear to be just as 
good now as when the workmen 
laid them centuries ago. American 
expeditions to Chaldea, where civi- 
lization as we know it had its birth, 
have discovered that subjects of 
King Nimrod realized the need for 
greater cleanliness in their temples, 
palaces and dwellings. 

And so, 5700 years ago they 
equipped their buildings with 
drains of clay pipe. Those of the 
pipes that have been dug up are as 
perfect as the day they were put in 
place. 

Another instance of the use of 
clay pipe recorded by historians 
was on the island of Crete. In the 
palace of a king at Brood Knossos 
there has been uncovered an amaz- 
ing system of clay pipe sanitary 
drains installed about 3500 years 
ago. Sections of this ancient pipe 
have been unearthed and are ex- 
hibited by museums in perfect con- 
dition. 

All of the ancient civilizations, 
historians claim, used clay pipe 
and examples have been found in 
Egypt, Rome, Greece and China in 
addition to those mentioned above. 

And this clay pipe, used in the 
early centuries, still remains in per- 
fect condition, even though it did 
not have the dense, hard vitrified 
body made possible with today’s 
modern powerful presses and the 
intense heat of present-day kilns. 








Appalachian Manufacturers 
Endorse Appeals to OPA 


Denounce wartime practices 
which hold down production. 


NANIMOUSLY ENDORSING 
the appeal to OPA by the Na- 
tional-American Wholesale Lumber 
association for an 8 percent over- 
writing on hardwoods in addition 
to the present 6 percent on South- 
ern pine; denouncing the wartime 
practices that continue to burden 
the industry and hold down produc- 
tion; and thoroughly discussing 
plans to get 1946 production back 
to prewar levels, the Appalachian 
Hardwood Manufacturers, Inc., 
held their annual meeting Jan. 18 
in the Netherland-Plaza hotel, Cin- 
cinnati, Ohio. 
Howard L. Gray, president and 
general manager, Meadow River 
Lumber company, Rainelle, W. Va., 





Howard L. Gray, AHMI president. 


was re-elected president of AHMI; 
John B. Veach, Bemis Hardwood 
Lumber company, Robbinsville, N. 
C., was elected vice president; Car] 
H. Clendening was re-elected sec- 
retary-manager. 

The following directors were 
elected for 1945: F. Edwin Mower, 
Mower Lumber company, Charles- 
ton, W. Va.; F. L. Dakin, Cherry 
River Boom & Lumber company, 
Scranton, Pa.; R. W. Henderson, 
Stearns Coal & Lumber company, 
Stearns, Ky.; Emmet P. Vaughn, 
Vestal Lumber & Manufacturing 
company, Knoxville, Tenn.; Joseph 
Noyes, Marshall Lumber company, 
Marion, N. C.; J. C. Turner, W. M. 
Ritter Lumber company, Columbus, 
Ohio; Roy E. Pope, Kitchen Lum- 
ber company, Ashland, Ky.; E. M. 
Bonner, Atlas Lumber company, 
Cincinnati; Luther O. Griffith, 
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OST home and camp builders want the charm 

and cheer of a fireplace. But they want a fire- 
place that really warms the room, a fireplace that 
WILL NOT SMOKE. That’s where the Heatilator 
Fireplace comes in. For more than 19 years, it has 
been giving fireplace builders exactly the qualities 
they want from a fireplace. 


The Heatilator assures proper construction of any 
style fireplace. It eliminates the faults that commonly 
cause smoking. And the Heatilator Fireplace actually 
circulates heat, warms the entire room and adjoining 
rooms. 


By its reputation and by its advertising, the Heatilator Fireplace is widely known 
and respected. You'll find it easier to sell. You’ll find it an excellent. door-opener that will 
help you to reach building prospects before they place their orders for other material. 
Plan now to give the Heatilator Fireplace a leading place in your selling efforts. 








HEATILATOR, INC., 187 E. Brighton Ave., Syracuse 5, N. Y. 


HEATILATOR FIREPLACE 
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Griffith Lumber company, Hunting- 
ton, W. Va.; and Joseph J. Linehan, 
Mowbray & Robinson Lumber com- 
pany, Cincinnati. 

Asserting that the administra- 
tive government is trifling too 
much with the law of supply and 
demand, President Gray urged 
those present to use their efforts 
to see all useless government agen- 
cies dispensed with as quickly as 
possible and bring the Appalachian 
industry back to fundamentals in 


business operation. He added, 
“We'll not have sufficient lumber 
for a long time to concern ourselves 
about any yard inventory,” and dis- 
couraged the idea of filling order 
books to overflowing, but rather 
book orders only as_ production 
schedules would permit shipments. 

Speakers on the program in- 
cluded Mr. Clendening, secretary- 
manager; Richard A. Colgan, exec- 
utive vice president, National Lum- 
ber Manufacturers association, who 





outlined points on the NLMA pro- 
gram; Richard G. Kimball, director 
of technical services of NLMA; 
Harold E. Everley, manager of 
AHMI trade extension department; 
Carl A. Rishall, director of re- 
search, American Forest Products 
Industries; L. A. DePolis, Ross 
Carrier company; G. Harris Col- 
lingwood, chief forester of 
NLMA, and E. M. Bonner, chair- 
man of the Appalachian Hardwood 
Industry Advisory committee. 





Insulation Board-- (Continued from Page 38) 





may consist either of the under 
side of the roof rafters or separate 
ceiling joists. — 

The board may also be used for 
insulating roofs of farm structures 
where it may be applied either as 
an insulation in conjunction with 
wood sheathing or on the under 
side of the rafters as a lining. If 
applied on top of the rafters, the 
insulating board should be nailed 
directly to the roof rafters and 
then covered with the wood sheath- 
ing, nailing through the wood 
sheathing and insulating board to 
the roof rafters and using nails 
of sufficient length to penetrate the 
rafters at least one inch. Roofing 
may then be applied over the wood 
sheathing in accordance with roof- 
ing manufacturer’s specifications. 
If the insulating board is applied 
directly to the under side of the 
rafters as a lining, the rafters 
should be spaced on 16-inch cen- 
ters. If, however, the rafter spac- 
ing is greater than 16 inches, 
furring strips may be applied to 
the rafters (at right angles to 
them and on 16-inch centers) and 
the insulating board nailed to them. 

Insulating Floors 

The simplest method of insulat- 
ing intermediate frame construc- 
tion floors is to apply a layer of 
building board between the joists 
and the rough floor. The building 
board should be applied over the 
joists with edges in moderate con- 
tact, nailing sufficiently to hold in 
place while the sub-floor is being 
laid. The rough or sub-flooring 
should be face-nailed into the 
joists. 

Farm Building Insulation 

Structural insulating board may 
oe used for insulating either frame 
or masonry walls. In the case of 
frame wall it may be applied to 
either or both sides of studs. Spac- 
ing of studs or furring strips 
should be governed by the thick- 
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ness of the insulating board to 
be used. 

When installed on the outside of 
studs, insulating board should be 
covered with wood siding, hard- 
board, asbestos cement board or 
other suitable exterior finish ma- 
terials, using nails of sufficient 
length to go through both exterior 
finish and insulating board and 
into the studs at least one inch. 
Insulating board sheathing may 
also be used without any additional 
material over the exposed exterior 
surfaces other than two coats of 
paint. Vertical joints between in- 
sulating boards exposed to the 
weather should be covered with 
batten strips or sealed with an 
asphalt emulsion or other sealing 
compound. 


Painting Insulation Board 


Calcimine and water paints may 
be applied directly to unsized insu- 
lating board although calcimines 
may also be applied to varnish 
sized surfaces to facilitate removal 
by washing. Stains may be used 
where the natural color of the in- 
sulating board is to be modified 
without destroying the texture. 
The best results with oil or varnish 
paints are obtained if the surface 
is sanded lightly after the size coat 
has dried thoroughly. The paint 
may then be applied using the de- 
sired number of coats for satisfac- 
tory results. 

Plain insulating board surfaces 
on farm buildings may also be 
painted in the same way. Paints 
applied to asphalt-treated sheath- 
ing should be those recommended 
by the manufacturer and include 
certain types of asphalt and alum- 
inum paints as well as sealers for 
use over asphalt to provide a base 
for oil or other types of paint. 
Generally not less than two coats 
of paint (including the sealer) 
should be applied to insulating 


board surfaces for best results. 

Because they have so many ef- 
fective uses in new construction 
and remodeling, insulating board 
products should not be sold for 
purposes for which they are not 
suited. When protection is neces- 
sary the customer should be so 
advised. 

For example, where insulating 
board is to be used as inside lining 
in hog and dairy houses it should 
be protected to a height of four 
feet to avoid damage from kicking 
or puncturing. When used in 
poultry or brooder houses it should 
be protected to a height of two 
feet to prevent pecking. In other 
farm service buildings and in 
homes protection should be pro- 
vided wherever it is obvious that 
damage might be inflicted. 

Storage 

Insulating board should always 
be stored under cover. For ease of 
handling the large sheets, two 
methods are suggested. 

The first is to store the large 
board flat in original bundles in 
bins set at a 45 degree angle to 
the loading alleys. By this method 
a relatively narrow alley is ade- 
quate to place the bundles in the 
bins and remove them, thus saving 
space for other storage. If the bins 
directly face the loading alley, the 
alley must be at least 14 foot wide 
to handle packages of 12-foot 
boards. 

In the second method the large 
board and sheathing are stood on 
end in the original packages. This 
system greatly reduces the cost of 
handling. Two men can raise a 
package of 12-foot board or sheath- 
ing from a truck and stand it on 
end for storing or lower it back 
to a truck when it is to be removed. 
One package is leaned against the 
other and the height of the pile is 
always the same as the length of 
the board. 
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Exterior type Douglas fir plywood is 
made with completely waterproof syn- 
thetic resin binder, especially for per- 
manent outdoor use. Sound 1-Side 
grade of Exterior type plywood (EXT- 
DFPA) is generally specified for outside 
siding—and every panel MUST carry 





EXT.-D.F.P.A. 


TRADE MARK REC. U. S. PAT. OFF. 





the “grade trade-mark’ shown above. 
For information, write the Douglas Fir 
Plywood Association, Tacoma, Wash. 
For prices and delivery information, see 
your regular source of supply. 
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Big panels go up quick- 
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Exterior type plywood 
can be bent to form 
pleasing curves—with- 
out danger of splitting. 








This beautiful drive-in restaurant, just south of Tacoma, Washington, 
on Highway 99, is a pleasing example of the smooth, streamlined, mod- 
ern effects made possible with Exterior type Douglas fir plywood. Notice 
the curved surfaces—easily achieved with this modern ‘‘miracle wood.” 


FOR PRICES AND DELIVERY INFORMATION 
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Convenient Parking a Merchandising 
Must 

ARKING FACILITIES have be- 

come a major ingredient in mod- 
ern lumber merchandising and are 
destined to play an even greater 
role as time goes on. The Clinic 
has discussed the subject with a 
dozen or more dealers during the 
past month who say they are being 
forced to move to less congested 
areas simply because their present 
parking facilities are inadequate 
for their customers. Nothing is 
more annoying than having to 
drive around several blocks and 
then ending up by walking consid- 
erable distance to get to the spot 
you tried to reach in the first place. 
You may do it two or three times, 
but that comes pretty close to be- 
ing the limit. You’ll soon find your- 
self on the hunt for an easier way. 
Furthermore, you’ll find it. 

* * * 

Somebody told us recently that ade- 
quate parking comes close to the top 
of Sears-Roebuck’s location require- 
ment. 

* * % 


Something Is Sure to Bust Loose! 

OOK FOR IMPORTANT 

changes in practically every 
phase of the home market . . . ma- 
terials, construction, planning, dis- 
tribution. The potentials have now 
become so great they have attracted 
the attention of the ablest manu- 
facturing and distributing concerns 
in the world. It is impossible to 
read the names of the countless 
newcomers in the field without 
wondering what is going to happen 
to the all-summer method of build- 
ing a house. There never was a 
situation like it in the history of 
the U.S. It would be foolish to as- 
sume that the way it has been done 
in the past will be good enough for 
the fast and furious future. 

* * * 


Show-Windowless Stores 

A T THE TIME when many lum- 

ber dealers have just about de- 
cided to put in show windows and 
such, we are informed that some 
of Sears-Roebuck’s plans for new 
stores do away with show windows 
entirely. Mebbe it’s merely a ru- 
mor. We have been unable to verify 
it. The theory is that show win- 
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dows in certain locations are pretty 
much of a nuisance. Lots of work 
involved in keeping them clean. 
Constant changing of displays 
takes oodles of time and requires 
the services of experts. Spoilage 
of merchandise is heavy. So Sears 
say t’ell with them, or words to 
that effect, and decide to bring cus- 
tomers inside with inviting en- 
trances and whatever it takes in 
the way of attractive exteriors. 
Naturally the idea wouldn’t work 
as well on Main Street, but mail 
order houses and the supermarkets 
have long since thumbed their 
noses at the Main Drag anyway. 
And so it goes! The times are 
swift, to say the least. 
* * %* 
$64 Question: “Do your show win- 
dows sell or repel?” 
* * * 


ARKETING POTENTIALS in 

all lines have now become so 
great they simply stagger the 
imagination. Furthermore, they 
loom as large, or larger, in the re- 
tail lumber industry as in any 
other field. Take paint as an ex- 
ample. On 320 typical Illinois 
farms the state agricultural school 
found that over 80 percent of the 
farm production buildings need 
painting. 

If you are in the mood to do a 
bit of figuring, you might try and 
estimate the number of gallons of 
paint it would require to paint the 
213,439 farm units in the state. 
Multiply this number by 5,257 
square feet, the average area of 
service buildings. Divide the total 
by 300 to get the number of gallons 
required. By this time you will 
have become dizzy with potentials. 
And paint is only one of the count- 
less items stocked by lumber deal- 
ers! 

* * * 

Incidentally, paint manufacturers, 
like everyone else, have a big job on 
their hands catching up. 


* * * 


Decrepit Farm Houses 
YW HILE WE ARE skipping 
from farm to farm in good old 
Illinois, it may be well to mention 
that the average age of the houses 
on the 320 farms mentioned above 
is approximately 44 years. Nearly 
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one-half are 50 years old! You’! 
never be able to appreciate just 
what this means until you observe 
the farmer’s wife doing her work 
in a house that was built 50 years 
ago. All other buildings on the 
farm are more modern than the 
farm home itself, and most of them 
are well along in years. We have a 
friend who insists you can tell 
whether the farmer or his wife is 
the boss by comparing the house 
with the barn. In this particular 
area the menfolk seem to have the 
upper hand and no foolin’. 
* * * 
25-Cent Washerwomen 

HE OTHER DAY in New York 

we observed a new type of 
store, at least so far as we were 
concerned—a “Jaunderette.” Closer 
investigation revealed it to be filled 
with Bendix washers in use. 
Women in the area bring their 
soiled wash, drop it in the Bendix, 
leave it there for 39 minutes while 
they go shopping or wait. During 
this time the automatic machine 
washes, triple rinses, damp dries, 
shuts itself off. The customer 
doesn’t even wet her hands. Cost is 
25c for each 10 pounds. Soap is 
free. The courteous attendant told 
us there were 17 such. establish- 
ments in the metropolitan area. 
Perhaps the disappearance of the 
old-fashioned washerwoman turned 
out to be a blessing in disguise. 

* * * 


Don’t concentrate so much on your 
troubles that you overlook your bless- 
ings. 

* * * 

The Negative Approach Is Costly 
OT LONG AGO we were talk- 
ing about the merchandising 

possibilities of treated lumber to « 
friend of ours. 

“How much more does it cost pei 
thousand?” asked the lumber 
dealer. 

The fatal negative approach! 
Since treating doubles, or trebles, 
the life of exposed lumber, it ac 
tually costs less per thousand in 
the long run. Initial costs, in suci 
cases, have little bearing on the 
cease. It’s the length of service that 
counts . . . one purchase instead of 
two or three... a saving of mate 
rial and installation costs. It’s the 
easiest kind of a sale to make. 
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Colors of the Year 


Colors of the Year, 1946 edition, 
is the title of a new color book just 
released to O’Brien paint dealers 
by the O’Brien Varnish company. 
This is a sixteen page book with 
large full-color illustrations of in- 
teriors and exteriors and 80 com- 
plete color schemes of actual paint 
chips. Each color scheme is keyed 
to a particular rug or floor covering 
color and is also recommended es- 
pecially for a particular room expo- 
sure. A sample copy will be sent to 
any painter, dealer or architect 
who requests it on his letterhead, 
mentioning the name of this pub- 
lication. Address the O’Brien Var- 
nish company, South Bend 21, Ind. 


Portable Conveyor 

Lifting concrete blocks to work- 
ing levels on one-story buildings is 
one of the many new time and la- 
bor saving uses that have been dis- 
covered for the Handipiler. This 





electrically operated portable con- 
veyor, is a conveying and lifting 


unit that conveys, elevates and 
stacks. It handles bags, cases, 
blocks, brick and packages of many 
kinds. The boom extends up to 
10% feet in height; stacks as high 
as 14 feet. For further informa- 
tion write Standard Conveyor com- 
pany, North St. Paul, Minn. 


New Reroofer Shingle 

The Philip Carey Manufacturing 
company announces a new reroofer 
shingle. It is Dubl-Lok, a wind- 
proof asphalt shingle for reroofing 
without the use of tricky clips and 
gadgets. Laying marks and nailing 
marks give roofers automatic spac- 
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ing for quick nailing. Now avail- 
able in quantity, it comes in five 
color blends, is 16x18 inches and 
weighs only 138 pounds per square. 
It can be laid to provide either 
single or double coverage. For fur- 
ther details write the Philip Carey 


Manufacturing company, Lockland, | 


Cincinnati 15, Ohio. 


Safety Ladder Jacks 


The new Reimann safety ladder 
jack is designed to rest on three 
ladder rungs. It can be used over 
or under the ladder, and adjust- 
ment is provided to make the scaf- 





fold horizontal regardless of the 


ladder angle. Once adjustment is 
made, a solid triangle is said to be 
formed which cannot collapse until 
the adjusting pin is deliberately 
taken out. All parts of the jack are 
made of sturdy angle and bars. For 
further information write Rei- 
mann & Georger, 735 Ellicott 
square, Buffalo, N. Y. 


Decorative Perforated Metal 


Merchandised under the name 
Lacecane, a new line of Wickwire 
Spencer decorative perforated 
metals have been introduced, a de- 
velopment of American Indian de- 
sign. For a folder describing the 
new designs, giving the percentage 
of free air opening, and other spe- 
cifications, write Wickwire Spencer 
Steel, 500 Fifth avenue, New York 
18, N. Y. 





Portable Heater 


Steadier rates of employment on 
construction work during freezing 
weather and advancement of build- 
ing completion dates by weeks were 
reported on a number of jobs in 





connection with experiments made 
with Janitrol portable heater. The 
company will go into quantity pro- 
duction on the unit this year with 
deliveries next fall at the start of 
the winter building. The manufac- 
turer states that experiments pro- 
vided evidence this portable heater 
is effective for removing frost from 
brick, thawing sand and gravel, 
preventing concrete from freezing, 
thawing out and preheating of con- 
tractors machinery and similar ap- 
plications. For further informa- 
tion write Surface Combustion cor- 
poration, Toledo, Ohio. 


Prefabricated Ranch-Type 
Homes 


A leafiet describing 5-room pre- 
fabricated ranch-type homes, giving 
room sizes, closets and general in- 
formation is offered by Martin, 
McCoy and McDonald, 800 W. 
North avenue, Chicago 22, Ill. The 
firm announces that a limited num- 
ber of these houses ‘are now ready 
for shipment. 


Hy-Speed Saw 

This new unit, attached to any 
1% inch electric drill, air drill or 
flexible shaft, saws and files metals, 
wood and plastics. It chucks in 
drill chuck or collet, uses ordinary 
hack saw blades and standard 4 
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SILVER LAKE SASH CORD 











DEPENDABLE QUALITY 





SILVER LAKE 


SOLID BRAIDED 
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LOWER PRICED GRADES: EDDYSTONE-PE 
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LHAM-NUCORD - BENGAL 


SILVER LAKE CO. 


MILLS-CHATTAHOOCHEE, GA. SALES--99 CHAUNCY ST., BOSTON 





PACKED IN CARTONS 


WHAT’S NEW? 


inch shank machine files. Abso- 
lutely true sawing is said to be as- 
sured by new square plunger with 
takeup for wear. All rotating parts 
are ballbearing, running in oil. De- 
tailed illustration and full descrip- 
tion may be had by addressing 
Wyzenbeek & Staff, 838 W. Hub- 
bard street, Chicago 22, III. 


Residential Metal Window 


A new postwar residential meta! 
window, to be sold as a packaged 





We 
Cut Down 
a Tree 


Yes, we cut down a tree, a 
sound tree, suitable for making 
lumber of Kirby quality. Into 
Kirby lumber it will go... but 
hold a minute, friend retailer, 
don't cheer too soon, for 
though you may consider 
Kirby a "big mill" product, 
no big mill, nor group of big 
mills can make enough lumber 
to satisfy the demand under 


present conditions. 





Yellow Pine 


KIRBY BUILDING 








Until restrictive regulations 
are removed lumber produc- 
tion cannot possibly reach its 
peak, and production is the 


cure for our ills. 


LUMBER 
CORPORATION 


Southern Hardwoods 


“A Wood for Every Purpose’ 


HOUSTON, TEXAS 


unit through building material 
dealers, has been introduced to the 
trade. Among its new features are 
the factory-fitted outside trim and 
the provisions for automatically op- 


a 




















erated metal storm sash whereby 
winter ventilating is secured by 
merely turning the regular opera- 
tor which controls both window 
vent and storm sash. Installation, 
it is said, can be made in the rough 
buck opening in only five minutes 
time. It may be used single or in 
combination to provide a variety of 
window arrangements and is 
equally adapted for frame con- 
struction, brick construction or 
brick veneer. For further informa- 
tion write Mesker Brothers, Saini 
Louis 2, Mo. 


New Type Tile 


There is now in production a new 
tile known as Amtico Panolen: 
type. It is said to be more resili 
ent, quieter underfoot and more 
impervious to oil and grease than 
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Repair Orders are 
Your Cue to SELL 


WOLMANIZED LUMBER™ 


























You are going to sell a lot of lumber 
to homeowners. Much of it will go to 
repair untreated wood structures that 
have failed . . . porch steps, floors and 
railings, sheathing and siding ex- 
tending to the ground, basement win- 
dow frames and the like. 

Point out to your customers, ‘That's 
where you should use long-lived lum- 
ber... Wolmanized”’. This lumber is 
pressure-treated with Wolman Salts* 
preservative . . . famous for its resist- 
ance to decay and termite attack. 


Lumber with a Plus! 
Wolmanized Lumber gives the builder 
all of wood's advantages . . . speed of 
erection, light weight, resilience, 
high insulating value, paintability, 
low first cost . . . long life. 


CREOSOTING 


*Registered 


trademarks FLAMEPROOFING 


WOLMANIZING 


1646 McCORMICK BUILDING, CHICAGO 4, ILLINOIS 
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SUPERCEDAR 


NATIONALLY ADVERTISED 
AROMATIC RED CEDAR 


CLOSET LINING LUMBER 


Packaged and Sealed 


GUARANTEED 
90% Red Heart 
or Better 








Currently pro- 
duction problems 
prevent our immediate 
return to full scale operations 
but we can see an improvement in 
the near future—and we hope soon for 
a quick return to our prewar service on 
all shipments. 





PRODUCT OF 


GEo. C. BROWN & Co. 


GREENSBORO, NORTH CAROLINA 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 











When your customer says, "I like that 
plan, but I'd like some changes 
made," send it to Lumberman's Plan 


Service. Use our personalized plan 
service—on homes shown in American 
Lumberman — to increase your busi- 
ness and profits. Complete plans 
$20.00. (3 sets of prints.) Quick 


service. Terms cash with order. 


— TRIAL OFFER — 


IF YOU HAVE A LIVE PROSPECT, 
SEND..US PLAN CHANGES. WE 
WILL. DRAW FLOOR PLAN AND 
ONE ELEVATION FOR $5.00. IF 
JOB GOES AHEAD WE WILL COM- 
PLETE PLAN AND ALLOW CREDIT 
FOR PRELIMINARY. 


Lumberman’s Plan Service 
Personalized Redrafting of Small House Plans 
120 MACHIN STREET 
PEORIA 5, ILLINOIS 
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the pre-war Amtico rubber tile. It 
is easily cleaned, and cigarette 
burns and stains leave no perma- 
nent blemishes. Amtico panolene 
type tile is now being produced in 
13 standard marbelized patterns 
and six standard sizes ranging 
from 4x4 inches to 9x12 inches. 
Further information will be fur- 
nished by the Amtico Tile & Rub- 
ber company, Trenton 2, N. J. 


Luminous Switch Plates 

Gits Luminous Switch plates are 
again being placed on the market, 
molded in a new luminous plastic 
material that is said to surpass the 
light retention value of the mate- 
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rial previously used. Only a few 
minutes of exposure to either ar- 
tificial or daylight will cause these 
plates to emit a blue-white glow in 
the dark from 7 to 8 hours. A col- 
orful display card, mounting 5 
plates is furnished free to each 
dealer. There is a style for prac- 
tically every outlet need. Complete 
information may be had by writing 
the Gits Molding Corporation, 4600 
W. Huron street, Chicago, IIl. 


Weather-Tight Bolts 


Originally developed for railroad 
application, Lamson Weather-tight 
bolts are in use today in loading 
platforms, wood tanks, bolted sid- 
ings, floors, outdoor furniture, 
truck and trailer bodies and other 
equipment wherever a smooth con- 
struction is desired. There are now 
available booklets illustrating the 
use and application of these bolts 
in a variety of uses. Also included 
are specifications. For copies of 
this new literature write Lamson 
& Sessions, 1971 West 85th street, 
Cleveland, Ohio. 


Ladder Paint Hooks 


The new Persson paint hook 
holds the paint can on the ladder, 
and the can opening is left entirely 
free for dipping and stirring. The 
can is placed exactly where needed 





for ease in painting with safe, se- 
cure positioning at all times. A 
slight adjustment permits it to be 
hung on right or left side of ladder. 
Two cans may be hung on opposite 
sides of any ladder without inter- 
ference to the painter. They are 
ready for immediate delivery. For 
further details write the T. G. 
Persson company, 224 Glenwood 
avenue, Bloomfield, N. J. 


Musical Door Knocker 


Combining the appearance of a 
solid brass door knocker with the 
tones of door chimes, the new Sub- 
urban chime is a simple, mechan- 
ically operated unit that mounts 
right on the front door. One tone 
is sounded when the knocker is 
raised, a second when the knocker 
is released. The small chime box 
mounts on inside of door. Mounting 
requires only a hand drill and 
screw driver. It is made for any 
door from % to two inches thick, 
with special adaptors available for 
thicker doors. For more complete 
details write Auth Electrical Spe- 
cialty company, 422 E. 53rd street, 
New York 22, N. Y. 


Asphalt Roofing 
Recommendation 


Printed copies of Simplified 
Practice Recommendation R213-45, 
asphalt roll roofing and asphalt and 
tar saturated felt products are now 
available. The recommendation lists 
items of smooth and mineral sur- 
faced roll roofing, roll siding and 
saturated felt for stock production 
and distribution. Copies may be 
obtained from the Superintenden! 
of Documents, Government Print 
ing Office, Washington 25, D. C 
for 5 cents each. A discount of 25 
percent is available to those order- 
ing 100 or more copies. 
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Attacks On OPA Policies Renewed As 
Capital Continues Housing Battle 


HE BATTLE over housing 
continues to be fast and 
tough, but at the moment there’s a 
pause, which will have ended by the 
time this copy reaches your desk. 
The House has passed and sent to 
the Senate a tousled bill that Wash- 
ington newspapers call by several 
not too admiring names; such as 
President Truman’s “bob - tailed 
housing bill,” a “diluted version of 
the Administration’s homes-for- 
veterans program,” and other back- 
of-the-hand titles. Hearings should 
start in the Senate reasonably soon. 
The bill,.in normal course, would be 
referred to the Senate committee 
on Banking and Currency. It hap- 
pens that this committee is study- 
ing the proposed loan to Britain; 
so in the interests of prompt action 
the housing legislation may be 
given some other committee assign- 
ment. 

There are wide differences of 
opinion about the meaning and 
value of the bill as passed by the 
House. Representative Wolcott, of 
Michigan, says it gives Mr. Wyatt 
ample authority to accomplish the 
real purposes in his program. Rep- 
resentative Monroney, of Okla- 
homa, expressed the opinion that 
about half the needed tools had 
been denied the Housing Adminis- 
trator and that, under such condi- 
tions, Mr. Wyatt could not hope to 
reach the objectives he has set for 
this year and next. 


The House Bill 


Two key provisions championed 
by the Housing Administrator 
were defeated; the provision for 
price ceilings on existing houses, 
and the authorization for subsidies 


to increase the production of scarce 
building materials. The subsidy 
proposal asked for appropriations 
of $600,000,000; two-thirds to 
stimulate production of so-called 
conventional materials, including 
lumber, and one-third for the de- 
velopment of new materials. Both 
proposals were defeated. A provi- 
sion was accepted, giving the Ad- 
ministrator the right to change 
OPA prices on building materials. 
This is an authority that Mr. Wy- 
att already had under the Presi- 
dential directive; but, if it is ac- 
cepted by the Senate and signed by 
the President, it will become stat- 
ute law and not merely an adminis- 
trative order. Representative 
Keefe, of Wisconsin, said that with 
this authority the Administrator 
could force price adjustments on 
building materials that would re- 
sult in stimulating production 
without subsidies. 

The House also threw out a pro- 
vision allowing the Administrator 
to require real estate dealers and 
contractors to submit information 
on sales and costs. It likewise re- 
jected the proposal to give each 
home-buying veteran a bonus of 
$200 to be used as a down payment. 

As finally approved by the House, 
the bill increased by a billion dol- 
lars the government authority to 
insure home-mortgage loans. The 
“WET Bill” (Wagner - Ellender - 
Taft), pending in the Senate, 
would allow a still more generous 
percentage of insured lending and 
hence a still smaller down payment. 

The House bill extended until 


June 30, ’47, the war priorities and | 


allocation authority for channeling 
scarce materials into the construc- 
tion of moderately priced homes. It 
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continued preference for veterans 
in buying and renting new houses. 
It authorized price ceilings for new 
houses. As mentioned above, it 
gave the Housing Administrator 
authority to issue directives to 
other government agencies, notably 
the OPA, in regard to prices on 
building materials. And it autho- 
rized the Administrator to stop or 
to limit the export of lumber, while 
scarcities exist in this country. 


Industry's Position 


The legislative flourishes are im- 
portant, of course, for whatever 
comes from the Hill and gets 
signed by the President is law. 
Furthermore, a Congressional de- 
bate indicates in a way what the 
country as a whole is thinking. 
But, so far, the legislative extru- 
sion hasn’t managed to express the 
will and the opinion of this indus- 
try too exactly. 

Sure enough, it could have done 
much worse. The NRLDA, for ex- 
ample, isn’t keen for subsidies. 
Quite the contrary. During the 
war, subsidies were paid on food 
and some other items; to stimulate 
production and to hold down prices. 
In wartime, a pretty fair case can 
be made for these payments; pro- 
vided they’re held to a rather lim- 
ited scope. But despite promises 
that subsidies would be ended when 
the fighting war came to a close, 
these are few signs of such termi- 
nations. In fact, at about the time 
Mr. Wyatt was asking for six hun- 





Knocking OPA Out! 

Be sure to read the Letters: to 
the Editors column in this issue. 
Edwin J. Johnson has written a 
forceful letter on the timely ques- 
tion of OPA’s continued existence. 
Because of its controversial nature, 
the editors have provided a ballot 
for readers to mark and return to 
AMERICAN LUMBERMAN. Prompt 
action will be appreciated. 
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dred millions of new money for 
building-material subsidies, James 
F. Brownlee, deputy to Stabiliza- 
tion Director Bowles, put the bite 
on the House Banking Committee 
for the tidy little sum of $2,051,- 
000,000 with which to carry on 
Federal subsidy payments during 
the fiscal year beginning July 1. 
The idea is to hold down the price 


of such things as wheat and meat 
and to stimulate the production of 
such other things as rubber and 
petroleum. Sudden ending of the 
subsidies, Mr. Brownlee said, would 
produce an equally abrupt increase 
of eight percent in food costs and 
an even more inevitable upward 
bulge of three and a half percent 
in the general cost of living. 

Well, those somber words about 
the higher cost of living are tough 
listening. They scare the pants off 
of John Citizen; set him to praying 
Congress for anything but that. 


















Firedaire Model 10 is designed for 
use as an open fireplace, with hand- 
some, all-steel mantel to harmonize 
with trim and furnishings of the 
room. Cool air enters at grilles in 
the base of cabinet, passes around 
firebox and is recirculated through- 
out the entire room .. . Easily and 
quickly connected to any chim- 
ney without damage to brick 
work or walls... No ex- 
posed smoke pipes. 





MODEL 10 FOR USE 
AS A FIREPLACE ONLY 


sai Low- Cost Home Building Project Needs 


FIREDAIRE 


This unit, with doors removed, 


‘ 
Every HOME-MODERNIZING PROJECT 


14 « prospect jor FIRED AIRE 















MODEL 100 FOR USE AS 
A STOVE AND FIREPLACE 


serves as a fireplace in moderate 
weather. Replace the doors and 
you have an efficient and economi- 
cal central heating plant for 3 
to 7 rooms. Burns any fuel and 
holds fire over night. Fire- 
daire is “packaged profits” 
for progressive building 
supply dealers. 


Write for Booklet No. 427 and dealer's proposition. 


THE EDWARDS MANUFACTURING COMPANY 


CINCINNATI 2, OHIO 
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But subsidies are habit forming; 
and when their use spreads and 
continues, come peace or war, it 
simply means that somebody is try- 
ing to kid somebody. Like this: 
The stuff costs what it costs; and 
taking part of the price out of 
Uncle’s pocket doesn’t change that 
simple fact. If John buys himse!f 
$108 worth of food, and if the U. §. 
treasury puts up the $8, this 
doesn’t alter the antecedent ver ‘y 
that the stuff still costs $108. The 
cost of living hasn’t been reduced. 

Subsidies unbalance the Federal 
budget still farther, and this in it- 
self increases the inflationary pres- 
sure. If wage increases for build- 
ing workers are paid in part by 
Federal subventions, where is the 
end of this thing? 

From the New York Times: 
“The shortage of houses is meas- 
ured by the difference between the 
demand for new homes and the 
supply that can be made available. 
At lower prices the magnitude of 
the shortage would inevitably be 
greater than at higher prices. The 
lower price would encourage a con- 
tinuation of the large demand for 
new homes, even by persons who 
now have adequate housing. . . It 
would be much more realistic to 
permit a price increase for build- 
ing materials.” 

The above gets a little compli- 
cated; and it also gets the boys 
with the social consciences right 
mad. How are you going to make 
a man content with the house he 
has, when it’s good enough for him 
but he doesn’t think so? 


About the OPA 


In any event it brings us up to 
the main conviction held by this in- 
dustry and especially by the retail 
wing; namely, that the hot point 
in the whole uproar is the OPA 
pricing pattern. 

Mr. Wyatt happens to be in the 
middle and is exposed to a certain 
amount of cross-fire. Nearly as this 
page can tell, the industry isn't 
especially enthusiastic about get- 
ting after Wyatt with a sharp 
stick. Sure enough, he skipped a 
few important items in his six- 
weeks course on how to build a lot 
of houses. But his intentions are 
pretty fine, and his energy is re- 
freshing. The industry, so it would 
seem, whangs away at the Wyait 
program only at those points where 
the housing program seems to sup- 
port the more damaging portions 
of the OPA pricing formulas. 

Industry ideas about these things 
are well known. The chief troubie 
in the housing field is the lack of 














J. P. RINN H. V. SCOTT 


inn - Scott Lumber Company 


LUMBER and LUMBER PRODUCTS 


Yard and Warehouse General Office 
2759 So. Kedzie Ave. 360 No. Michigan Ave. 
Chicago 23, Ill. Chicago 1, Ill. 
BIShop 4080 RANdolph 4878 














Here’s another Promotion Help 
offered by Western Pines 


MANSION 


OMAK-KWALITY iN ree 


window coor cnt | MOVTINTAL 





Trim, Mouldings, Casing, Base, 
Finish Lumber, Furniture Spe- 
cialties, Etc. 


District Sales Representatives (A reprint from “Better Homes and Gardens”) 


Mr. R. F. Taylor Mr. H. M. Tripp & “ : . Bacall 2 : : 
No. 24 Welwyn Road P. 0. 1 No 25 Mansion in the Mountains” is so interesting and 


Great Neck, L. L., Crystal Lake, Ml. ‘ so informative that anyone who is thinking of 

New York i building a vacation home will profit by reading 

it. You can have 30 COPIES FREE! Order now— 
specify Folder No. 410. Address 


WESTERN PINE ASSOCIATION 
Dept. D-3 * Yeon Building « Portland 4, Oregon 


*Idaho White Pine *Ponderosa Pine 
*Sugar Pine 


—_—- ARE THE WESTERN PINES ————__ 


a ee eee 
TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Member Western Pine Assn. 











Manufacturers and Distributors of all 


WEST COAST WOODS AND 





SHINGLES 
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WASHINGTON 





building materials. Production is 
hampered by unrealistic prices; 
and when a key factor in the indus- 
try is forced by arbitrary controls 
into continuous losses it either re- 
duces output or closes down com- 
pletely. 

Maybe the OPA has taken or- 
ders from above. In any event it 
seems to have started at the wrong 


end of the pricing problem in re- 
gard to building materials. Having 
begun with the cumulative prices 
to the consumer, it worked back 
along the line; dividing inadequate 
margins among the operating fac- 
tors of the industry. Larger indus- 
trial wages? That made no differ- 
ence in the end price. Somebody 
had to absorb the extra cost. He 
didn’t have to like it; but, accord- 
ing to the OPA eschatology, he had 
to take it. If all this led naturally 
and inevitably to a failing produc- 
tion record, it held prices down. If 
it added to explosive inflationary 








Quality in the Tree 


This is a sample of the fine quality Pon- 
derosa Pine timber behind the modern 


A-Y mill. 


While we can't invite orders at 


present, we're looking forward in due 
course to resumption of our dependable 


service in 


Industrial Items, Factory Lumber, 
Mouldings, Yard and Shed Stock 


Alexander-Yawkey 
Lumber Company 


Prineville, Oregon 


Members Western Pine Assn.-Ponderosa Pine Woodwork 
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pressures, it still held prices down. 
The OPA stubbornness became su- 
percolossal. The agency dug in; 
and there it proposed to stay until 
blasted out. 


Give Us Production! 
As you know, this magazine has 
taken the considered position that 
the OPA is so committed to its 
stubborn policies that it can not 
possibly understand or realize 
what it is doing to the nation’s 
economic pattern in the name of in- 
flation control. So this publication 
has asked that the agency be strip- 
ped of all authority over building 
material prices. 
.. Most lumber retailers, it would 
seem, support that position. The 
black market is not being con- 
trolled, and more and more honest 
producers are being forced to close 
their plants. ‘The HH rating, so 
many retailers say bitterly, is do- 
ing nothing except to make it diffi- 
cult for a retailer to get stock even 
when stock is available. 

While all retailers agree that 
these unrealistic prices are having 
a devastating effect upon the in- 
dustry and upon the country’s 
housing prospects, and while many 
retailers have come to the more or 
less reluctant conclusion that the 
OPA has become so indurated it is 
beyond reform and must be elimi- 
nated, there are at least some retail 
distributors who would be willing 
to settle for a reconstruction of the 
agency. These men want to believe 
there’s a reasonable transitional 
control point between the harsh 
and shackling performance of the 
OPA, as it is now operating, and 
the devil-take-the-hindmost_ rocket- 
ing of uncontrolled inflation. 

In any event it is immediately 
important to get the agency’s 
strangling hands off the throat of 
the industry. After that, maybe it 
can be taught moderation and 
proper functioning. 

At the moment, there is some 
reason to believe that Mr. Wyatt 
begins to understand the real in- 
wardness of his problem. One of 
the highly encouraging factors in 
the situation is the return of Don 
Campbell, on a part-time basis, to 
Washington as an adviser to Mr. 
Wyatt. Few if any men know both 
Washington and the industry 4s 
thoroughly as Campbell does. 

This industry should share in tlie 
general benefits of price readjust- 
ments. And it should happen soon. 
We’re fast approaching the normal 
opening of the building season, and 
too many bins are empty. Too 
many lumbermen are learning «ll 
over again the sour fact that a pr'- 
ority saws no boards. 





MARKET ANALYSIS 


Inventories Continue Low as 
Indicated by CPA Reports 


Yard and mill inventories throughout the country 
remained low and production schedules failed ‘to help 
the insistent demand for lumber. 

The increasing demand for lumber against a de- 
creasing inventory is indicated in a report by the Ci- 
vilian Production Administration showing inventories 
at the end of December totaled an estimated 3,002,- 
634,000 board feet. 

This figure is 5 percent less than the total at the 
end of November. The CPA reports that during the 
first quarter of 1945, mill and concentration yard 
stocks shrunk 300 million feet, 8.2 percent of the 
figure for Jan. 1, 1945. Total shrinkage in the ensu- 
ing three quarters was only 350 million, 10.4 percent 
of the April 1st figure. 

Mill and concentration yard stocks of softwoods 
amounted to 2,219,661,000 board feet at the end of 
December, a decline of 2.4 percent from the Nov. 30th 
position. Hardwood stocks at the end of December 
had dropped 12.1 percent from the November figure, 
reaching a new low of 782,973,000 board feet. 

OPA continued relaxation in price ceilings for cer- 
tain softwood lumber, granting an increase of $1.75 
per 1,000 board feet for certain softwood species pro- 
duced in Michigan, Wisconsin and Minnesota and for 
western white spruce imported from Canada. Other 
items affected are northern white pine and white 
cedar, Norway pine, jack pine, eastern spruce, aspen, 
and mixed northern softwood lumber and lath. 

Resellers are required to absorb all of the increases. 

CPA has set a production goal for the southern pine 
industry for the first half of 1946 at 3,894,000,000 
board feet. Under the terms of the amended stabi- 
lization directive No. 94, if this goal is not met by 
June 30, the $3.25 increase granted MPR-19 mills 
may not be allowed by OPA beyond Aug. 15. 

The goal for the second half of 1946 is 5,106 million, 
making a year’s total of 9 billion feet. 


In order to encourage the use of fir and hemlock 
slabs as lath, OPA has increased the ceilings on lath 
for 120 days beginning Feb. 26, $4 per thousand 
pieces. Dealers do not absorb the increase. 

The battle between OPA and the wholesale and 
commissionmen over compensation has been settled. 
According to advance news releases, the various soft- 
wood price regulations will be amended to allow both 
wholesalers and retailers to add 5 percent to mill 
ceilings for direct mill shipments. Commission men 
will be permitted to add 3 percent to mill ceilings. 
Retail lumber dealers will be permitted an addition of 
2 percent to the applicable mill ceilings in calculating 
their retail prices. 


Current Statistics on 
Output and Distribution 


Lumber shipments of 426 mills reporting to the Na- 
tional Lumber Trade Barometer were 11.1 percent 
above production for the week ending Mar. 2. In the 
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HAUL LUMBER EASY, 
QUICK, AT SAVINGS 
WITH THIS POPULAR 
INDUSTRIAL WHEEL 
TRACTOR 


The Allis-Chalmers Model 
I-B is built specifically for in- 
dustrial purposes — low. 
short, powerful — pulls big 
loads quickly through nar- 
row aisles, around corners, 
up ramps — short turning, 
extra stability. Ideal for 
pushing loaded cars into dry 
kilns! Economical—operates 
on less than a gallon of fuel 
an hour. Available with 
sweeper, if desired, for gen- 
eral clean-up work, clearing 
snow around yard. Get all 
the facts ... see your Allis- @ 
Chalmers dealer. 


QUICK-HITCH 
. DRAWBAR 


—to hitch, operator 
simply backs trac- 
tor until load trips 
automatic coupler 
Handy rope trip 
unhitches Coupler 
adjustable to var- 
ious heights. 
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Early delivery possi- 
ble if you place your 
order with your Allis- 
Chalmers dealer now! 



















‘AUIS: CHALMERS 


RACTOR DIVISION + MILWAUKEE 1, U.S.A. 
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The floor sander rental business is 
a money-making business. The 
proof is in the records! Thousands 
of retail merchants throughout 
America have found this out, 

A small investment for floor 
sanding machines—an added sery- 
ice to customers—brings big profits 
from two sources: machine rentals 
e that are all profit after the equip- 
# ment has paid for itself (usually 

within the first year) and extra 
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EE profits from increased sales in floor 
Ee finishing materials of all kinds, 

ee It is not unusual for th 

e records 
B to show 1000% return on the orig- 
e inal investment over a period of 
te years. 


sos 


*The rental records illustrated ab 

Mae pe ed above covering a 

= 30 i? yours, aan by H. A. Travis Hard. 

Write for complete in- 

| formation on how to make 

) money in the floor sander 
rental business. 


THE AMERICAN FLOOR 
iT SURFACING MACHINE CO. 


~ 


s § 





521 So. St. Clair St, 
Toledo 3, Ohio 
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LUMBER MARKET 


same week new orders of these mills were 6.8 percent 
above production. Unfilled order files of the reporting 
mills amounted to 86 percent of stocks. For report- 
ing softwood mills, unfilled orders are equivalent to 
32 days’ production at the current rate, and gross 
stocks are equivalent to 36 days’ production. 

For the year-to-date, shipments of reporting iden- 
tical units exceeded production by 10.7 per cent; or- 
ders by 11.9 percent. Compared with the average cor- 
responding week of 1935-1939, production of reporting 
mills was 2.0 percent below; shipments were 8.1 per- 
cent below; orders were 4.7 percent below. 


Southern Pine 

Production of Southern Pine by 110 mills (78 
units) for the week ending Mar. 2, as reported to the 
Southern Pine Association totaled 15,960,000 feet. 
This is 11.55 percent below the three-year average for 
the same mills. Shipments for the week ending Mar. 
2 totaled 16,332,000 feet or 2.33 above production for 
the week. Orders placed during the week totaled 15,- 
167,000 feet or 4.97 percent below production. 


Northern Pine 

Production of Northern Pine by the five mills re- 
porting to the Northern Pine Manufacturers’ Associa- 
tion totaled 260,000 feet for the week ending Mar. 2. 
The same week a year ago the cut was 205,000 feet. 
Shipments during the current week were 885,000 feet 
and new business booked totaled 740,000 feet. Un- 
filled orders Mar. 2 stood at 5,720,000 feet and gross 
stocks were 28,460,000 feet. 


Western Pine 

Ninety-six mills reporting to the Western Pine As- 
sociation for the week ending Mar. 2 cut 35,913,000 
feet. The same week a year ago, the cut was 51,111,- 
000 feet. Shipments were 44,301,000 feet or 23.4 per- 
cent above production. Orders accepted during the 
current week were 36.7 percent above production. Un- 
filled orders on hand Mar. 2 totaled 252,512,000 feet 
and gross stocks stood at 573,357,000 feet. 


In the Market Centers 

TACOMA—Mills in this area are working against 
an extensive backlog of orders. Heavy rains in the 
lower reaches and snow on the higher levels have 
hampered logging operations in the past two weeks. 
However, the St. Paul & Tacoma Lumber Co. an- 
nounced that it is reopening its camps in eastern 
Pierce County, closed several weeks due to adverse 
weather. 

Operators believe that the OPA adjustments in ceil- 
ing prices effective Mar. 6 will stimulate production 
to some degree. 

MEMPHIS—Hardwood production in this section 
is hampered by rains, labor shortages and the grow- 
ing indifference of hardwood manufacturers to pro- 
duce lumber at what they call “bankruptcy” ceiling 
levels. Production currently is estimated at 50 per- 
cent of normal. Operations claim that more lumber 
is going through the black: market than legitimate 
channels. 

Oak flooring is still hard to get, despite ceiling price 
increases, because of the ability of flooring manufac- 
turers to get flooring oak. 

BALTIMORE—Reports from the hardwood pro- 
ducing regions of the Appalachians indicate that the 
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ROLL-OFF 
LUMBER TRUCK BEDS ie si 


Complete Beds Shipped KD 
EASILY MOUNTED 
Write for Catalog & Prices 


The R-B achtssnin 1921 Guinotte, KANSAS CITY, MO. 


LOUVERS. 


You Can Sell 
At Least 2 
On Every Job 


Because of the growing 
recognition of the fact that 
when you insulate you must 
ventilate to prevent conden- 
sation. 


THE DEMAND IS 
INCREASING DAILY 








“The Active Truck Is the Money-Maker” 






































| Special Features Urcbstructed Air Travel — maximum 


area of ventilation in proportion to 
size. Louver boards are free from frame, to allow for expansion and 
contraction. Birds, insects and vermin can't nest between the louver 
boards. Can be installed from inside the building. 


Manufactured of rustproof, acid resisting and corrosion proof mate- 
rials. Face and frames of Masonite tempered Presdwood, free from 
seams, spotwelds, rivets, bolts and screws. Body of selected lumber, 
well screened, dipped and sprayed with a good primer of steel grey. 


GOOD FOR THE LIFE OF ANY AVERAGE BUILDING 


Made in II Different Sizes 
One to Suit Every Need. 


WRITE TODAY 
FOR COMPLETE INFORMATION 


Arr-O-Line Manufacturers 
3060 4th Ave. So., Minneapolis 8, Minn. 





Rainy Lake sada la LY. 





* 


SALES OFFICE: 1204 Conway Bidg., CHICAGO 2, ILL. 
Selling the Products of J. A. MATHIEU, Ltd., Rainy Lake, Ont. 











Order Now-- Ask for Free Display Sample 


SELLING THE PRODUCTS OF 


*THE McCLOUD RIVER LUMBER 
COMPANY 
McCloud, Calif. 


*THE SHEVLIN-HIXON COMPANY 























DISTRIBUTORS OF 


SHEVLIN PINE 


Reg. U. S. Pat. 
EXECUTIVE pothors 


ee 


SPECIES 


PONDEROSA PINE 
(PINUS PONDEROSA) 


Bend, Oregon 





tion, Portland, Oregon. 


“Member of the Western Pine Associa- 


- 900 First National Soo Line Building 
MINNEAPOLIS, MINNESOTA 


DISTRICT SALES OFFICES: 











SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA) 








NEW YORK 
1604 Graybar Bldg. 
Mohawk 4-9117 


CHICAGO 
1863 LaSalle-Wacker Bldg. 
Telephone Central 9182 


SAN FRANCISCO 
1030 Monadnock Bidg. 
Exbrook 7041~ 


STE a Fee Woodoonk 
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NK UP YOUR SALES 


WITH 


SLeetcote 


© STAINLESS CAULK 
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@ @¢ QUALITY PUTTY 


That Will Do A Bigger 
Sales Job For You! 
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Stainless Caulk Pom | 


Stops cracks once and for tame NOow 
all in tile and plaster, also Son xs in mee 
around bath tubs and Wooo, AND 


kitchen sinks. Has 50% 
less shrinkage; stays soft 
indefinitely and will not 


crack. Apply with knife or Le 
gun. Keeps the cold air out Site ~ 
... the warm air in... stops oo 
infiltration of dust and dirt. om = 
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oo. Glazing Compound > > 


A superior product for all 
glazing operations. It is made 
to be applied in the same man- 
ner as putty but is not to be 
confused with ordinary putty 
or caulking compound. It pro- 
vides permanent adhesion for 
any kind of glass setting job. 
It will not shrink or crack... 
makes a good water-tight job. 
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A product outstanding for ease 
of application, rugged adhesjon 
to both glass and steel. Made 
with long life durable oils, it 
readily contracts and expands 


ing service. Our superior quality 
putty has made us the largest 
manufacturers of putty west of 





the steel and has the neces- 
strength to render outstand- 





the Mississippi. 








78 






Interested distributors will please 
write for full details and prices. 


STEELCOTE MFG. CO., 





3418 Gratiot St., St. Louis 3, Mo. 











LUMBER MARKET 


available manpower is insufficient to operate the mills 
to capacity. Shipments of Southern Pine from the 
North Carolina are being received here but not in an 
impressive volume. Two steamer carloads of lumber 
from the Pacific States arrived with approximately 2 
million feet aboard. 


MINNEAPOLIS—Demand for lumber in this area 
continues at a fever pitch, with a very heavy call for 
dimensions. Pine is in heavy demand. Supplies are 
slowly improving in the retail yards. Purchases from 
small northwoods mills, from the Pacific Northwest 
and Canadian operators is gradually placing fair 
stocks in the hands of large contractors. Northern 
pine is hard to find but western fir and spruce and 
some southern pine is finding its way into wholesale 
and retail hands in increasing amounts. 


SEATTLE—Stocks are virtually non-existant and 
unfilled order files are equal to about seven weeks’ op- 
eration. Loggers report the worst weather in 25 
years and full operation will not begin until April. 
On the favorable side of the balance sheet is an in- 
crease effective Mar. 19th in the prices of logs on all 
species of one dollar; shingle cedar logs go up $4 and 
lumber cedar $3. The labor situation is also growing 
easier. Mill production is a little below 80 million 
feet. 


KANSAS CITY —Rainy weather has prevented 
crews from doing much work while the demand re- 
mains large for almost anything the mills have to 
offer. Yards still do not get enough construction-type 
lumber because producers are cutting timbers and 
thick lumber for the greater profit in those items. 
Both retailers and wholesalers have practically no in- 
ventories. In February, retail inventories were 45 
percent under a year ago, according to reports from 
130 line yards in the southwest. Labor is more plenti- 
ful but trucks, machinery and other supplies are short. 

















.- it’s PROFITABLE @iacis 
to Make Your Store Bitiai 
Waterproofing Headquarters PaiU\aill: 


Famous in the Ranetite family of wa- Damproofer 
terproofing compounds is Ranetite 
Damproofer — for making damp, 
sweaty, walls dry—so that they can 
be painted or papered. 


Find out today how you can—profitably 
—make your store headquarters for 
Ranetite time-tested waterproofing com- 
pounds. 














RUSSELL & PUGH LUMBER CO., | 


SPRINGSTON, IDAHO 


‘} Idaho White Pine Ponderosa Pine 
Y Douglas Fir White Fir Cedar 
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Ponderosa Pine Lumber 
: Sugar Pine Mouldings 
| White Fir, Incense Cedar Cut Stock 


Tarter, Webster & Johnson, Inc. 


No. 1 Montgomery St., San Francisco ’ P. 0. Box 1731, Stockton, Calif. 





























——— | Electrone 
CONTACT LUMBER C0.) yarcrop 


vsoresn | REGISTER 


Telephone ATwater 0735 
wire TIEW K-2 ELECTRODE 


Portland 4, Oregon 
Tests flat, irregular and curved surfaced 
materials in 3 seconds or less 


Here is the all-purpose moisture testing instrument you have 
been waiting for. 














Wholesale Specialists.in 


Western Lumber 
and Lumber Products 


Each button of the electrode is individually spring-cushioned 
to allow maintenance of contact regardless of contour — no 
points to break off or injure surface It is completely portable, 
and can be operated by anyone. 








| Send us your Inquiries for 
| 


| Ponderosa Pine Douglas Fir The same exacting scientific research and precise engineering 
P ° ° development that have made L-2 (lumber) and V-2 (veneer) 
| Idaho White Pine Fir & Larch models of Moisture Register the standard in their fields make 
| Sugar Pine White & Red Fir the new model K-2 an accurate, dependable addition to this 


famous line. Write today for complete information, specify- 











ing type of material and per cent range 


| Direct yeading of moisture content you wish to test.— 
— Sh — Cut Stock dial shows mois- Moisture Register Co., Dept, A, 133 North 
Selects s op ture content of: Garfield Avenue, Alhambra, California. 


Industrial Specialties — Commons Super te Staeks 









Cut-to-Length Crating — Casket Shook or Rolls 
Plaster 





eo « « and many 


Lumber supplies are limited but the mills are again oper- other materials 
ating. We cannot handle all the orders but we can work 


| 
| 
| 
out some production. Our slogan, We specialize." | 





| 
| Box Shook — Millwork Items a 











ENTERPRISE SAWMILL MACHINERY 














efficient, accurate production at low cost. .Solve 
your increased output requirements with an Enter- 
prise. Send details of your set-up for our recom- 
mendations and prices. 


Meets the demands of experienced operators for z : 





Quality—built to tried and proven prin- 
ciples of design and consiruction for 
profitable operation. 








THE ENTERPRISE CO., 328 Main St., COLUMBIANA, OHIO 


A 
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. ~ 3/8” long for No. 1 Red 





Here’s a big repeat item of top quality 
Diamond Points are packed in a new box which 
prevents breaking of “‘sticks.”’ They are made 
by an exclusive Red Devil process from espe- 
cially hard metal, treated against corrosion. 
Come stacked in strong sticks of 100 points each 
to fit driver. 


Two SIZES 
No. 1 Diamond Points 


Devil Diamond Point 
, Driver. 5,000 points (50 

sticks) to a box. 

No. 2 Diamond Points 

1/2” long for No. 2 

Driver. 4,000 points (40 

sticks) to a box. 





soortnscedgnmteecnnen. rte eremtasct sgenemmonnnecsecenecennun pm nbs 





RED DEVIL TOOLS. 











Announcing 


AUTOMATIC 
UNIT PACKAGE 
LUMBER PILER 


Our new unit package lumber pil- 
ing machine has great value to the 
lumber industry. 

It will automatically pile unit loads 
of lumber for yard or kiln drying. It 
tiers the lumber and automatically 
places the stickers. 

2 men with this machine will pile 
and stick 180,000 ft. of 4/4 lumber 
in 8 hours, based on loads averaging 
16 ft. in length. One complete tier 
is laid every 7'/ seconds. 

Write for complete blue prints, de- 
tailed information and prices. 


AMERICAN 


Manufacturing Co., Inc. 
2119 Pacific Ave., 
TACOMA 2, WASH. 























Leose Leaf 


TALLY BOOKS 


Tally Sheets with 
Waterproof Lines — 


Send for Catalog of 


Lumber Yard Supplies 
Frank R. Buck & Co 








2138 Touhy Ave., Chicago 45, III... 











80 






Frank Paxton Jr. Joins 
Father's Lumber Company 


Frank Paxton Jr., who enlisted 
in the Army in August, 1941, and 


Frank Paxton Jr. 


was recently discharged with rank 
of major, has joined the Frank 
Paxton Lumber company, Kansas 
City, Kans., as assistant manager 
at Des Moines, Iowa. 


Promotions and Appointments 
JOSEPH T. KING, formerly assist- 

ant general counsel of the Civilian 

Production administration, Wash- 








Joseph T. King 


ington, D. C., has been added to the 
staff of the National Retail Lum- 
ber Dealers association, to help 
guide the activities of the recently 
formed national affairs committee. 





UidF MLFW/S 


HARRIS E, WAINWRIGHT has been 
appointed national account repre- 
sentative for Pittsburgh Plate 
Glass company’s paint department 
in the New York area. Prior to 
this promotion, Mr. Wainwright 
served for four years as manager 
of the company’s Manchester, N. 
H. unit. 


H. H. LAGERPUSCH has been ap- 
pointed supervisor of the coating 
division of the research depart- 
ment of Minnesota and Ontario Pa- 
per company, International Falls, 
Minn. He has just completed five 


years of civilian service with the 
war department, serving in an en- 
gineering and production capacity. 





Eugene Holland 


EUGENE HOLLAND, former presi- 
dent of the Florence Stove com- 
pany, has been elected president 
and a director of the Masonite cor- 
poration, Mr. Holland succeeds 
M. P. McCullough, one of the 
founders of the Masonite corpora- 
tion, who is retiring, and who will 
continue as a member of the board 
of directors and chairman of the 
executive committee. 


LINCOLN A. MUELLER, formerly 
with the Forest Products Labora- 
tory, Madison, Wis., where he spe- 
cialized in plywood and _ veneer 
work, has been assigned as forester 
in the recently created Forest 
Utilization Service, at the North- 
ern Rocky Mountain Forest and 
Range Experiment station in Mis- 
soula, Mont. 
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For Sale -- 


WOOD FLOUR 


Our new semi-dimension plant 
at Memphis which will go into 
operation shortly is equipped 
to reduce the sawdust and 
shavings from the kiln dried 
soft southern hardwoods we 
use — Cottonwood, Poplar, 
Magnolia, etc. — into wood 
flour. Shipment in bulk in box 
cars or in bags. 


Prefer to contract with one or 
two users to take our entire 
wood flour output, shipments 
to begin early in May. 


Carlton Smith 


Lumber - Dimension 
Bearden, Arkansas 























—— — es 








AVAILABLE FOR 


PROMPT DELIVERY 


Sturdy and dependable. Fast, accurate saw- 
ing assured. 


Carriages running on roller bearings. Auto- 
matic pawl release on set head. Fast, power- 
ful dogs. Friction or Belt Feed, as preferred. 
Ball Bearing arbor, and roller bearing Feed- 
works if desired. 


Various sizes and dogs to meet your needs. 


2 a tg experience in building Saw 
ills and woodworking machinery. 


LANE MANUFACTURING CO. 


MONTPELIER, VT 


a 
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SOUNDBILT 


means plywood 
manufactured with 
precision — plywood 
that has been satis- 
fying the needs of 
war plants and that 
will please lumber 
dealers’ customers. 
SOUNDBILT is the 
plywood you will 
want to standardize 
on for your future 
needs. 


4 


















put Some 


230 EAST F STREET 
TACOMA 2, WASH, 





OREGON 


LUMBER 
COMPANY 


Manufacturers 


“John Day” 
Ponderosa Pine 


Since 1889 


Pine Sales, Baker, Ore. 
Fir Sales, Dee, Ore. 














NVR TU Vay Wes 
PAY YOU PROFITS 





With every rain the demand for masonry wa- 
terproofing materials increases and the alert 
dealer who carries AMERICAN FLURESIT 
PRODUCTS is cashing in on this demand. 
Every home owner is a potential customer .. . 
and there is a FLURESIT Product to meet 
every masonry waterproofing need. 


Nationally Advertised in The Saturday 
Evening Post and American Builder 


Wi 
> ee 


77 Reliable dealers, inter- 
} ested in a profitable line 
/ with a year ‘round turn- 
over should write today 
for prices and a copy of 
our Dealer Catalog. It 
illustrates and describes 
the complete line of 
AMERICAN FLURESIT 
masonry waterproofing 
products. 











a 


AMERICAN FLURESIT CO. 


635 Rockdale Ave., Cincinnati 29, Ohio 








OU need these tools for 
insulation board jobs. 
Made of hard maple, light 
weight. Sharp, strong blades 
cut thru toughest insulation 
boards, leaving clean, smooth 
edge. Three tools, five blades, 
attachments, all for 


$350 


Sent postage paid 
anywhere in U.S. A. 
Extra Bevil-Devil Blades, of 
selected steel, ground to cut 
insulation board, package of 
100 for $4.00, postage paid. 


KIMBALL mec. co., Inc. 


1709 GREENLEAF ROYAL OAK, MICH. 


’ HARDWOODS © 


Pisin and Quartered 
Onk—Soft Yellow Pop- 
lar—Basswood, Chest- 
nut, ete, 


Pisgah Forest, N.C. 
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JOHN FE. WILLIAMS has_ been 
elected vice president of Varlon, 
Inc., a division of United Wall- 
paper, Inc., Chicago. He joined the 
company a year ago to head the 
newly formed Varlon division. 





Ferderick E. Byrnes 


FREDERICK E. BYRNES, for the 
past three years director of organi- 
zation of the Ruberoid company, 
New York, has been promoted to 
the position of assistant to the 
president in charge of industrial 
relations. He is widely known as a 
leader in the practical development 
of asbestos mining in Vermont. 





Harry A. Armbright 

HARRY A. ARMBRIGHT has been 
appointed manager of sales train- 
ing for Youngstown Kitchens, with 
headquarters at the factory in 
Warren, Ohio. 

CARL J. FUNCH, president, Ar- 
ling-Funch Lumber company, Cin- 
cinnati, Ohio, has been elected a di- 
rector of the Citizens Bank of St. 
Bernard. 


Promotion of five executives as- 
sociated with the Pittsburgh Plate 
Glass company have been an- 
nounced. JOSEPH G. THOMPSON 
JR. was advanced to the position of 
assistant general paint manager, 
FERGUS A. O’CONNOR, formerly su- 
pervisor of maintenance, has been 
appointed supervisor of dealer 
sales. NELSON A. MASON, is now 
supervisor of maintenance, painter 
sales. Returning to the company 
after three years’ service with the 
Navy, LEONARD W. MCGARITY has 
been appointed supervisor of paint 
department sales. Now on terminal 
leave as a captain in the Army Air 
Corps, KENNETH E. WHITEKETTLE 
has been appointed supervisor of 
brush sales. 


A. O. (AL) WESTERMAN, who for 
the last eleven years has traveled 
for Lumber Dealers Inc., is now as- 
sociated with Building Products 
company, Denver, Colo. 








Read Letters to the Editors! 


A letter entitled Knocking OPA 
Out appears in this issue. Since it 
bears on such a timely controver- 
sial question, the editors have pro- 
vided a ballot and urge that readers 
mark the ballot and mail it to 
AMERICAN LUMBERMAN as soon as 
they have read the letter. 








Winslow Retires as Director 
Forest Products Laboratory 


Carlile P. Winslow, internation- 
ally known leader in forest prod- 
ucts research and director of the 
Forest Products Laboratory, Madi- 
son, Wis., since 1917, has relin- 
quished the directorship of the 
laboratory and is assuming a posi- 
tion of consultant in forest prod- 
ucts to the forest service, U. S. De- 
partment of Agriculture, Washing- 
ton, D. C. He will be succeeded as 
director at the laboratory by 
George M. Hunt, now assistant di- 
rector. 


W. M. Steinbauer Leaves NDMA 

W. M. Steinbauer, for four yeas 
secretary-manager of Nationa! 
Door Manufacturers’ associatioi, 
has resigned, to take effect April 
15, the NDMA board of directors 
announced. Mr. Steinbauer will 
join the Wabash Screen Door com- 
pany, Chicago. 

During his management of the 
association, Mr. Steinbauer was 
identified closely with such projec!s 
as window and door standardiza- 
tion, including the new modular 
standards for Ponderosa pine win- 
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dows and sash, continuing research 
on preservative treating, product 
development and improvement, and 
various problems created by the 
wartime emergency. 


Donnelly Re-Enters 
Wholesale Business 


Leo J. Donnelly, recently with 
the Blanchard Lumber company, 
Portland, Ore., has re-entered the 





Leo J. Donnelly 


wholesale business under the name 
Contact Lumber company, Port- 
land. He plans to specialize in 
Western pine lumber and lumber 
products, while also handling other 
types of woods. 


Scheduled Convention Dates 


March 20, 21—Louisiana Building 
Material Dealers association, 
New Orleans, Jung hotel. 

March 20, 21—New Jersey Lum- 
bermens association, Atlantic 
City, Claridge hotel. 

March 25-31 — Northwest Victory 
Builders’ Show, Minneapolis, 
Minn., Minneapolis auditorium. 

March 27, 28, 29—Florida Lumber 
& Millwork Association, Orlando, 
Auditorium. 

April 8, 9, 10—Lumbermens Asso- 
ciation of Texas, Galveston, 
Pleasure Pier. 

April 17, 18—Arkansas Association 
of Lumber Dealers, Little Rock, 
La Fayette hotel. 

April 22-27—National Plastics Ex- 
position, New York, Grand Cen- 
tral Palace. 

May 8-10—Southern Pine associa- 
es New Orleans, La., Roosevelt 
hotel. 


Twin Harbors President 
Receives Navy Citation 

arly in the war Henry N. An- 
derson, president, Twin Harbors 
Lumber company, Aberdeen, Wash., 
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LUMBER and PILING 
for S17 Years 
Car and Cargo -- Wholesale Only 


ALL TYPES -- ALL GRADES 
Western Pines and West Coast Lumber 


Large and Long Timbers -- Fir Piling up to 150 Feet Fe 


Sas fh YE ZY LYELL. 
AY é 
AGG ‘la A 


PATRICK LUMBER 


Terminal Sales Building, Portland, Oregon 










































Moore Cross - Circulation System 
Enables Cross, Austin & Ireland 
To Season Lumber of Many Species 


The flexibility of the Moore Automatically Controlled 
Cross-Circulation System enables Cross, Austin & Ireland 
Lbr. Co., Brooklyn, N. Y., to season successfully many dif- 
ferent species and thicknesses of lumber for the trade. 


During the war, this 95-year-old firm seasoned all types 
of lumber, including aircraft stock shown above, and is 
now ready to fill the peace-time needs for properly sea- 
soned lumber. 


Let the Moore Cross-Circulation System help solve your 
drying problem. Write today. 


If you are interested in kiln drying MOORE DRY KIL® COMPANY 
Largest Manufacturers of Dry Kilns and Voneer Dryers 
JACKSONVILLE 1, FLORIDA 
VANCOUVER, B. C. 
NORTH PORTLAND, ORE. 


MOORE J)RY KILNS 


and wish to be placed on our mail- 
ing list, send us your name and 
name of the firm with which you 
are connected. 























PAUL B. BERRY 
Grand Rapids 6, Michigan 


If you can furnish any of the following 
(or anything else) write or wire me. 


1 or more cars 4/4 & thicker, but 
mostly 4/4’’ Pine, Maple, Birch, Beech, 
Poplar, Gum, Willow, Oak, Magnolia, 
etc. Prefer upper grades but can use 
crating, etc., grades also. KD or AD, 
Rough or surfaced. Can use RW4L, 
dimension, shorts, etc. Write or wire 
me of anything you have available. 
Send me your stock and price lists. 














VENEER PLANT 
EQUIPMENT 


Automatic Hot Press Chargers 
Mechanical Hot Press Chargers 
Hot Press Feed Elevators 
Dryer Feed Elevators 

Elevating Tables 

Continuous Core Machines 


Saw Mill Equipment 


Planer Feed Elevators 

Dry Kiln Car Loaders 

Dry Kiln Car Unloaders 

Automatic Lumber Stackers 

Hydraulic and Electric Elevating 
Tables 


Electric Lumber Transfers 


We Specialize in Designing Saw 
Mill and Veneer Plant Material 
Handling Equipment 


WHAT ARE YOUR PROBLEMS? 


AMERICAN 


MANUFACTURING CO., INC. 
2119 Pacific Ave., Tacoma 2, Wash. 











SUGAR & WESTERN 
PINE - voaddaghd 


et ChCP! |? ae Lumber 
PINE 


California Ponderosa Pine 
Mouldings and Cut Stock 


Selects and 
Shop 











WHITE PINE tdaho--Ponderosa— 
California White 
Also and Sugar Pine 


Fir Wallboard War Coast Products 
William Schuette Company 


New York 
Office—41 East 42d St. 


PITTSBURGH, PA. 
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gave up the direction of his own 
business to enter the Navy. He 
was commissioned lieutenant com- 
mander and later advanced to the 
rank of full commander and placed 
in charge of fir lumber procure- 
ment. He served from November 
1942 until September 1943. While 
in service he received a citation for 
“outstanding performance of 
duty.” 


Devoe Paints Chosen 
For Village of Vision 


When John Wanamaker recently 
opened the Village of Vision to the 
public in both its New York and 
Philadelphia stores, these full-sized 
and completely furnished houses 
were decorated with Devoe paints. 
Working with the Wanamaker 
decorating staff, Assistant Manager 
John Barnes of Devoe & Raynolds 
company’s national accounts de- 
partment planned the color scheme 
for each house around one basic 
color. 


Riedel Lumber Yard 
Moves Headquarters 


After over 40 years at Mindon 
City, Mich., the L. H. Riedel lum- 
ber yard has been sold to the Pea- 
cock Lumber company. The Riedel 
company is moving its headquar- 
ters to what was formerly a branch 
at Marlette, Mich., where it will 
continue in the retail lumber busi- 
ness. 


. . Obituaries 


GEORGE W. KEEHN, 82, for- 
mer secretary of the Maple Floor- 
ing Manufacturers’ association, 
Chicago—Feb. 25. 

HOWARD R. McCOY,. 56, for- 
mer manager of the specialty divi- 
sion of the Farley & Loetscher 
Manufacturing company, Dubuque, 
Iowa, and more recently eastern 
representative of several West 
Coast manufacturers, Baltimore, 
Md. 


NATHANIEL J. MOLL, 47, 
president of Moll Brothers Roofing 
company, St. Louis, Mo.—March 1. 





ALBERT E. VAN EVERY, 
junior member in the firm of Van 
Every Brothers, Petoskey, Mich.— 
Jan, 24. 








Knudson & Mercer Lumber Co. 
Purveyors to 
Accredited Retail Lumbe: Dealers 
for 51 years 
LUMBER FROM SOUTH, WEST, NORTH 


Sash & Doors, Wallboards and Mos! 
Standard Specialties 


28 E. Jackson Bivd., Chicago 4, ti! 











For Managers 


Busy executives find this fin- 
ger-tip control managerial file 
indispensable. Real private 
secretary for office, or home. 
Desk height, sliding fall- 
away top. ubber castors. 
Ball-bearing drawer. High 
quality. Send for circular. 


northwest Metal Prods. Co. 
1337 E. Mason, Green Bay, Wis. 














JAMES W. SEWALL 


Consulting Forester 

PHILLIPS & BENNER 
Ruttan Block, 

alee Wadi tiem eins: 


JAMES W. SEWALL 
Old Town, Maine 
Established 1910 








CHERRY—4/4, 5/4, 6/4 & 8/4, #2 Com&Btr (hearts 
out) 

Birch - ry S/¢ of & 8/4, #2 Com. & Btr. 
Basswood — 4/4, 4, & 8/4, 22 Com. & Btr. 
Popjar - aia 3/8 8/4 & 8/4, 22 Com. & Btr. 
S. Maple - 4/4, 5/4, 6/4 & 8/4, 22 Com. & Btr. 
H. Maple —- _— & 8/4, 2 Com. Btr. 
eeoh — 4/4, 2 Com Btr. 


WARREN ROSS LUMBER CO. 
Falconer, N. Y. 





-— -_ 

<CORINT : 
CORINTH, a « 
Sawmills, Edgers 5 
Smooth End Trimmers = 
Mill Supplies 5 





SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


TIMBERS FACTORY 
YARD STOCK F l R CLEARS 
SPRUCE, HEMLOCK, CEDAR, PINE 


Established 1912 








Send Us Your Worn Out Inserted Tooth Saw 


We will cut it down a little and insert one of. 
B or F or 3 or 2'/2, 
whichever style suits your running conditions: 
Your saw returned like new in about 10 days. Alk 


Simonds four popular styles 


kinds of circular saw repairing. 


J.H. MINER SAW MFG. CO., Meridian, Mississippi 











Since 1922 


THe DAD & LAD& 
MANUFACTURERS 
Asphalt and Asbestos Roofing 
Cements, Paints and Compounds 
a Factory and Executive Offices 
NEW LENOX, ILLINOIS 
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